FheNATIONAL, 
UNDERWRITER 


Like InAwrance Edition 


How to Take a Pension Case 
in Stride 


PENSION cases sometimes have a way of looking formidable—even to the experienced 
salesman who may never have tackled one. But not to H.E., former high school coach and 
now a relatively new NWYNL agent in the Midwest. He recently lined up his first such case, 
involving five lives (we write ’em any size), and with the ever-ready help of Northwestern 
National Life’s Pension & Tax Department solved the client’s problem in just 13 days. 
Here’s the story: 


In the course of normal prospecting, H.E. learned that the local bank was considering 
a pension plan. He asked. to make a bid, then submitted to the home office the 
specifications of the plan in which the client was interested. The home office evaluated 
all data, prepared a proposal incorporating features which seemed necessary to meet all needs 
of the client, and cooperated with the client’s counsel. H.E. made the presentation and 
promptly closed the case on the basis of the proposal worked out by the home office. 


Result: Another satisfying sale completed; another client well served. And Agent H.E. 
received top commissions which this year and for many years ahead will be a welcome 
“bonus” on top of his normal earnings. 


It’s happening every day, not only to NWNL agents but to brokers, too. Next time 
you as a broker get a line on a pension case that requires a technical assist. call the nearest 
NWNL agency or contact our Pension & Tax Department directly. 


NORTHWESTERN NATIONAL LIFE 
OF MINNEAPOLIS 


40 years’ experience in brokenage sewice 


Fourth in a series 
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A NOD 
IN PASSING 


Boss Man says not to make much noise 


about this one. 


Just to give it a nod in passing, to 


save the fireworks for 5. 


Anyhow, Continental Assurance Company 


now has four billions in force. 


Thanks! 














FOR YOU 
...more chances to 
sell better 





Increased limits of life issue, both standard and sub- 
standard. Term.insurance up to 300% mortality. 

For pilots and crew members of United States 

' scheduled airlines and for many private pilots . . . all 
plans of life insurance available at no extra charge and 
with standard underwriting. 

$25,000 minimum size life contracts with low cost 
for the big life case. Ordinary and 25 pay life. Guaran- 

teed cost. Regular Underwriting. 

Group special. Insurance protection for the business 
with 10 to 24 employees. Life, accident and sickness, 
hospital, surgical, special accident. 

Simplified monthly income contract—commercial 
disability coverage. 


om For top quality advice and specialized service 
on life, accident, health insurance and pen- 


sions—on an individual and group basis — 
call any of our more than 100 offices through- 
out the country. Connecticut General Life 
Insurance Company, Hartford. 


Connecticut General 























ARE YOU ON THE 
= OUTSIDE LOOKING IN? 


8 = This year, qualified agents of 


a 
al 


Pacific National Life are conven- 





qn tioning in Hawaii. Wouldn't you like 
% YS to include such agency plans in your 
i future? Open the door to a Pacific 


| te CS ~~ National Life general agent career 
a‘ 4, for yourself. Look at any general 
Fe agent in Pacific National Life ter- 

- NON-CONTRIBUTORY RETIREMENT] ritory. You'll see the advantages 


\ of a Pacific National Life career. 
| Write to: Kenneth W. Cring, 
Vice-Pres. & Supt. of Agents. 
Get on the winning 


~~ team now! 
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COMPLETE PORTFOLIO OF POLICIES 








TOP COMMISSION SCHEDULE 








EXCELLENT SUB-STANDARD SERVICE | 








AFFILIATION WITH FAST-GROWING WESTERN COMPANY | 


ma PACIFIC NATIONAL LIFE 
sphosurance (Ca. 


HOMME OFFICE 411 EAST SOUTH TEMPLE - SALT LAME CITY UT Are 


Ray H. Peterson Kenneth W. Cring 
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‘ awa’ 








President V.P. & Supt. of Agents 
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Franklin has enjoyed remarkable growth in 
assets, surplus, and insurance in force, and is 
now the largest* legal reserve stock life 
insurance company in the United States 
devoted exclusively to the underwriting of 
Ordinary and Annuity plans. 

The results achieved by the company 
have been most favorable. In our opinion 
it has most substantial over-all margins for 


contingencies. Upon the foregoing analysis 


of its present position we recommend this 


company. 9 9 


*Italics are editor’s 
emphasis 


—From Best's Life Reports 1956 










Lhe Friendly 
PLAN TR ILE ILM comeany 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Two Hundred Million Dollars of Insurance in Force 
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LIVING INSURANCE IN ACTION 


The Man from Equitable who helped to pay 230 medical bills 


Of course, no one man is faced with so many 
bills at once. But this Man from Equitable 
helped to provide payment for 230 of his 
clients’ medical bills through Equitable’s 
Major Medical Expense insurance policies 
he had sold them. 

Sorry as he was that his clients had been 
ill, the Man from Equitable had a deep 
feeling of pride that his services had proved 


so useful and helpful to so many people. 

He felt proud, too, of his work for the 
community during leisure hours. Sometimes 
it was putting on an amateur show at the 
Army Post. Other times, it was raising 
money for a local charity. But whatever the 
cause—as long as it was worthwhile—every- 
body knew that he could be depended upon 
to do a iob willingly. 


The Man from Equitable was happy that 
he had chosen insurance as his profession. 


Living Insurance 
by Equitable, New York 


The Equitable Life Assurance Society of the U. S., 393 Seventh Avenue, New York 1, N. Y. 
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Financial Section 
Ends ALC Meeting 
in Hopeful Mood 


Some Concern Expressed 
over ‘Easy Credit’, 
Threat of Inflation 


The optimistic note that marked the 
Convention 


American Life annual 





W. S. Henrion, vice-president and 
treasurer of Woodmen Accident & 
Life, (right) the new chairman of the 
Financial Section of ALC, is congratu- 
lated by the out-going chairman of the 
section, Henry H. Edmiston, vice-pres- 
ident of Kansas City Life. Other of- 
ficers of the Financial Section elected 
last Friday during the concluding 
events of the week-long ALC meeting, 
were Perry S. Bower, assistant general 
manager and treasurer of Great-West 
Life, secretary, and John B. Siegel Jr., 
vice-president of Life of Virginia, 
vice-chairman. 


meeting in Chicago last week contin- 
ued into Friday when the Financial 
Section met, wound up the week-long 
ALC gathering, and heard Devereaux 
C. Josephs, chairman of New York 
Life, rule out the possibility of a ma- 
jor economic collapse in his projected 
analysis of the economic horizon for 
the next decade. 

“Our excellent economic prospects 
are based on two supports,” Mr. Jo- 





More than nine pages of news and 
pictures of the annual meeting of 
American Life Convention appeared 
in last week’s issue (Oct. 12) of THE 
NATIONAL UNDERWRITER. Last week’s 
report covered all significant events 
of the week-long meeting from Mon- 
day, Oct. 8, until THE NaTIONAL UN- 
DERWRITER went to press on Thursday, 
Oct. 11. Some concluding events of the 
meeting that occurred late last Thurs- 
day and Friday are reported in this 
issue, 





sephs said, “the supply of labor and 
its productivity. We have now the 
largest labor force in the history of 
our country. On top of that will be a 
15% addition by 1966.” 

Mr. Josephs was joined by five other 
men who presented their economic 
views—most of them generally quite 
rosy, but mixed with some concern 
Over “too easy” credit and threats of 


inflation. The other speakers were 
(CONTINUED ON PAGE 22) 


Proposed Mortality 
Table Seen as Boon 
to Newer Insurers 


The new ordinary mortality table 
now being developed should be ready 
in time to be offered to the National 
Assn. of Insurance Commissioners at 
its December meeting and, if accepted, 
to the 1957 legislative sessions for en- 
actment into permissive legislation, 
Alfred N. Guertin indicated in his re- 
port as actuary of American Life Con- 
vention at last week’s meeting of ALC 
in Chicago. 

Mr. Guertin is chairman of a special 
committee of Society of Actuaries to 
cooperate with NAIC in the construc- 
tion of the new table. 

Since the legislation would merely 
be in the direction of making it more 
feasible for companies to charge pre- 
mium rates in line with improved mor- 
tality, Mr. Guertin foresaw no obsta- 
cles being raised but he reminded his 
listeners that legislation in more than 
40 states is being contemplated and 
in spite of the undisputed merits of 
the project it will be no minor job to 
get it enacted. 


The chief effect will be to eliminate 
or minimize the need for “deficiency 
reserves” on non-par policies issued 
at gross premium rates lower than the 
net rates called for under the mortality 
and interest assumptions being used 
for such policies. A company that has 
been in business for a long time has 
usually accumulated enough surplus 
so it can handle these deficiency re- 
serves without trouble, but for a small, 
new company that is expanding rapid- 
ly, the deficiency reserve requirement 
can be a severe strain, restricting the 
amount of business it can write and 
or causing it to pitch its premium rates 
at unrealistically high levels that make 
competition more difficult. 

A new mortality table based on re- 
cent experience would result in net 

(CONTINUED ON PAGE 24) 


ClO Backs New Mich. 
Health Insurance Plan 
as Rival to Blue Cross 


LANSING—What is regarded as a 
serious threat to dominance of the Blue 
Cross-Blue Shield hospitalization and 
medical care program in Michigan was 
the organization during the past week 
in Detroit of a CIO-backed pilot pro- 
gram to devise a “community health 
association.” 

Walter P. Reuther, CIO-AFL vice- 
president and head of the United Auto- 
mobile Workers, inspired the organi- 
zational attempt following frequent 
criticisms over the past year of Blue 
Cross-Blue Shield operations. Michi- 
gan Hospital Service (Blue Cross) 
and Michigan Medical Service (Blue 
Shield) now provide hospital-medical 
coverage for some 3% million persons 
in the state, of whom an estimated 
one-third are UAW members. 

Reuther has contended that repeated 
rate raises by the hospital-medical 
services were primarily an evidence of 
administrative weaknesses and were 
not warranted under a properly oper- 
ated plan. 

A board of directors to set up the 
new community association was cre- 
ated at the organizational session. Reu- 
ther explained the intention is to pro- 
vide a program making possible ‘“com- 
prehensive medical care of high quali- 
ty through pre-payment” for both 
families and individuals. He denied the 
pian’s facilities would be confined to 
union members or that it would nec- 
essarily supplant any existing plan. 
Broader coverage is the main objec- 
tive, it was indicated. A proposed con- 
stitution was drafted to be submitted 
for formal adoption at a Nov. 12 meet- 
ing. 





The Lupien agency of Phoenix Mu- 
tual Life in Detroit has moved to 
16820 James Couzens Highway. 








Late News Bulletins 








Jackson Takes HIAA Company Relations Post 


Health Insurance Assn. of America has named Frederick W. Jackson ‘assist- 
ant director of company relations at New York. He joined Equitable Society 
as group department service supervisor in 1940 and has been assistant manager 


of the department since 1951. 


Cut Credit A&S Rates 20% in N.C. 


RALEIGH—Credit A&S rates will be cut 20% in North Carolina Dec. 1, 
Commissioner Gold has ruled following a public hearing covering the loss ex- 
perience on this line. The rate will drop from $2 to $2.50 and will reduce the 
charges made by a small-loan company on a typical loan ($50 for 60 days) by 
about 90 cents. Last year Mr. Gold ordered a cut of 25%, from $3.30 to $2.50. 
He said at the hearing he had expected the loss ratio to increase substantially 
but had been disappointed to see it advance from 30% to 31%. 

The commissioner permitted the companies to add adjustment expenses, 
which they estimated came to 7% of premiums. Even so, he said “to my mind 
38% is not high enough for a loss ratio.” However, he said later he had no par- 
ticular figure in mind as the right loss ratio. Vice-president Kirk Landon of 
American Bankers Life of Florida, told the commissioner that any rate re- 
duction would cause some of the 297 small-loan companies currently operating 
in North Carolina to go out of business. Mr. Gold set Dec. 1 1 as the deadline 


for appeals from his order. 


Sees End of Group 
Limits Unless Won 
in 3 Key States 


Beers, Aetna President, 
Expresses Concern but 
Not Alarm in ALC Talk 


Indicating a “somewhat relaxed at- 
titude as to any harm that may have 
resulted so _ far” 
from jumbo group, 
President Henry 
S. Beers of Aetna 
Life told the ‘re- 
cent annual meet- 
ing of American 
Life Convention 
in Chicago that he 
nevertheless sees 
clearly that exces- 
sive individual 
amounts of group 
and top-heavy 
schedules “repre- 
sent a diversion of group insurance 
from its important, primary purpose 
of providing health and welfare plans 
for tens of millions of employes in 
groups, both Iarge and small.” 

Mr. Beers continued: 

This diversion of group insurance 
from its primary purpose, however 
pressing may seem the special needs 
pleading for the diversion, bids fair to 
lead to collateral effects that may 
greatly hinder group insurance from 
doing its primary job with maximum 
efficiency. Without taking the time to 
be specific about the causes of my 
fears, I will say this: That I am hoping 
against hope that the forces favoring 
legislative limitations of amounts of 
group life insurance succeed in 1957 
in certain important areas where — 
have so far failed. 





Henry S. Beers 


‘For example, if the three states of 
New York, California, and Michigan 
could be added next year to the list 
of states adopting the 20/40 rule, we 
could:be very hopeful of its ultimate 
universal acceptance. This is not to 
say that I’d insist rigidly on the 
20/40 rule. Some people think it is 
outmoded by recent inflation. I’d take 
a 20/50 rule or a 20/80 rule, or any 
reasonable rule that gave prospect of 
friendly unanimity among all inter- 
ested. 

However, if the forces opposing lim- 
itation—and they are both numerous 
and convinced that justice and right are 
on their side—if these forces prove 
stronger in those three states in 1957 
than the forces believing that limita- 
tion is necessary, I fear that the tide 
may start to ebb pretty quickly, and 
not only the 20/40 rule, but any rule, 
may soon become a thing of the past. 

I view this possibility with dread. 
On the other hand, I don’t think we 
will face the necessity of closing down 
our group division in despair. We'll 
find some way to cope with whatever 


bad collateral effect may follow from 


' (CONTINUED ON PAGE 16): 
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N. Y. Life Expands 
Its Term Portfolio 


To permit greater flexibility in in- 
surance programming, New York Life 
has expanded its term imsurance port- 
folio by adding five plans and two 
term riders. 

Among the new plans are three poli- 
cies, each with a $10,000 minimum 
amount. One is the modified 10-year 
term-whole life under which the pre- 
mium during the first three years is 
at a lower rate than that for the re- 
mainder of the 10-year term period. 

The other two new plans, whole life 
with family protection benefit and 
whole life with 7-year double protec- 
tion, are essentially term coverage 
combined with whole life. Premium 
rate, illustrative net payments and net 
costs are particularly favorable for the 
plans available under the new program 
because savings in expenses are ex- 
pected to result from a high average 
size policy. 

Another new plan is the income 
security policy, developed to assist in 
social security programming. It is 
adaptable to many insurance needs 
since it is available for term periods 
of from 10 to 50 years subject to a 
maximum termination age of 70. 

As additional features, several plans 
providing term coverage to age 70 are 
now available and a number of un- 
derwriting liberalizations have been 
made, including an increase in reten- 
tion limits for term coverage. 


To Address Life & Trust Council 
Earl R. Hudson, president of Ken- 
nedy Sinclaire, Inc., New York City 
firm engaged in programs of trust pro- 
motion for banks, will address District 


of Columbia Life Insurance & Trust 
Council Oct. 29 at Hotel Washington. 
His topic will be “Maximum Advan- 
tages in the Application of the Mari- 
tal Deduction.” 





Ex-Commissioner's 
Conspiracy Trial 
To Begin Nov. 5 


The trial of former commissioner 
D. D. Murphy of South Carolina and 
four other insurance men has been 
set for the week of Nov. 5. They are 
charged with conspiracy to defraud 
in connection with the sale of Capital 
Life of Columbia, S. C., to United 
Ins. Co. of Chicago. 

Other defendants are G. R. P. Far- 
quhar and Bradley Layton of Colum- 
bia, and O. T. Hogan and Paul Tem- 
ple, of Chicago. The state will proceed 
without Mr. Temple, who so far, has 
successfully fought extradition to 
South Carolina. The state contends the 
company, which was sold for $3 mil- 
lion, was worth only $2 million. 





New Illinois Hand-Book 
Is Off the Press 


A new Underwriters’ Hand-Book 
of Illinois has just been published 
by the National Underwriter Com- 
pany. It provides complete and up- 
to-date information on the agencies, 
companies, field men, general age- 
nts, brokers groups and other or- 
ganizations affiliated with insur- 
ance throughout the state, except 
for Cook County, for which a sep- 
arate Hand-Book is also published. 
Copies of both the new Illinois and 
the Cook County Hand-Book may 
now be obtained from the National 
Underwriter Company, at 420 East 
Fourth Street, Cincinnati 2, Ohio. 
Price $12 each. 











REINSURANCE 


OF COURSE 





Your 1957 program is 
already on the draw- 
ing-board. Remember 
that Employers is the 
pioneer professional 
Reinsurer in A&S lines 
and builds the service 
your expanding plans 
will require. 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th $e. 


CHICAGO 
873 W. Jockson 








SAN FRANCISCO 
100 Bush $?. 


Economics Society 
Reelects McCord 


E. A. McCord, president of Illinois 
Mutual Casualty, was reelected presi- 
dent of Insurance 
Economics Society 
at the annual 
meeting last week 
in Chicago. The 
society met at the 
Edgewater Beach 
hotel at the same 
time as American 
Life Convention. 
Theo. P. Beasley, 
Republic National 
Life, was elected 
lst vice-president; 
W. J. Hamrick, 
Gulf Life, 2nd vice-president, H. O. 
Fishback Jr., Northern Life of Seattle, 
secretary. E. H. O’Connor is managing 
director. 

Named to the executive committee 
for three years were W. G. Alpaugh, 
Inter-Ocean; Travis T. Wallace, Great 
American Reserve; V. J. Skutt, Mu- 
tual Benefit H. & A.; A. D. Johnson, 
United, and S. L. Horman, Time of 
Milwaukee. 

Mr. McCord in his presidential ad- 
dress detailed the work performed by 
the society last year and complimented 
Mr. O’Connor on the achievements he 
has been able to make. Reporting as 
managing director, Mr. O’Connor re- 
viewed legislative developments in the 
social security field, particularly the 
1956 amendments. All bills pertaining 
to compulsory cash sickness insurance 
were defeated in state legislatures last 
year, and no state has adopted a com- 
pulsory plan since 1949, Mr. O'Connor 
said. 

Insurance Economics Society is 
rounding out 14 years of activity dur- 
ing which it has followed a program 
of vigorous opposition to compulsory 
health insurance at both state and fed- 
eral levels. The society is now a store- 
house of information in the realm of 
state and federal developments and 
proposals. 





E. H. O’Connor 


List More Speakers for 
LIAMA Meet Nov. 11-16 


A symposium on methods of helping 
managers recruit agents will be held 
during the Wednesday morning ses- 
sion of the Nov. 11-16 annual meeting 
of LIAMA at Edgewater Beach hotel, 
Chicago. 

Participants in the symposium, 
called “Building for Growth,” will in- 
clude J. B. Pryde, superintendent of 
agencies of Imperial Life of Canada; 
F. V.. Olnhausen, vice-president and 
manager of agencies of Great South- 
ern; Myron E. Dean, regional agency 
vice-president of State Farm; Ray- 
mond C. Johnson, vice-president in 
charge of agency affairs of New York 
Life, and Glen J. Spahn, 2nd vice- 
president of Metropolitan. 

Charles M. Dunn, president of Can- 
ada Assn. of Life Underwriters, will 
open the session by discussing ‘“As- 
sistance in Selling.”* A. Jack Nuss- 
baum, Massachusetts Mutual, Mil- 
waukee, president of National Assn. 
of Life Underwriters, will speak on 
the topic, ‘What Would I Do?” 

A symposium, “Training at the 
Grass Roots Level,” will include Hol- 
lis L. Manley Jr., supervisor of train- 
ing of Amicable Life; John H. Evans, 
vice-president and manager of agen- 
cies of Home Life of New York; Glenn 
C. Tompkins, superintendent of agen- 
cies of Equitable Life of Iowa, and 


Carl P. Lundy, superintendent of 
agencies of Prudential. 

Raymond C. Swanson, agency vice- 
president of Monarch Life, will de- 
scribe his company’s “Operation by 
Design.” George W. Jackson, Connec- 
ticut Mutual, Indianapolis, will close 
the session with a talk, “It Doesn't 
Take Miracles.” 


Nussbaum Honor Guest 
at B.M.A. Breakfast 


Most agents have enough life insur- 
ance knowledge to write twice as 





A. Jack Nussbaum 


W. D. Grant 


much business as they do; what they 
need is to have their selling skills 
sharpened up, said President A. Jack 
Nussbaum of National Assn. of Life 
Underwriters in his talk at the tra- 
ditional breakfast given by Business 
Men’s Assurance during the recent 
American Life Convention annual 
meeting at Chicago. 

Presiding at the breakfast and in- 
troducing Mr. Nussbaum and a num- 
ber of the other guests was W. D. 
Grant, executive vice-president of 
B.M.A. 


Mr. Nussbaum, an agent of Massa- 
chusetts Mutual at Milwaukee, said 
that if the good agent still further im- 
proves his sales technique the recruit- 
ing problem will be lessened. The 
NALWU chief also reminded his aud- 
ience that in spite of all the new 
wrinkles in life insurance policies and 
salesmanship there are just two things 
that every widow wants to know: How 
much monthly income will she have to 
live on and’ will it last as long as she 
and her children will need it. Mr. Nus- 
sbaum gave credit for this succinct 
statement to Marvin Mobley, Decatur, 
Ga. After the breakfast, Mr. Nussbaum 
made available copies of Mr. Mobley’s 
leaflet embodying this thought. 





British Insurance Men 


Surveys American Scene 


Ronald W. Boss, secretary of Life 
Offices Assn. of England, spent a few 
days in Washington and Virginia, 
much of the time as a guest of Insti- 
tute of Life Insurance and its Wash- 
_ representative, Robert G. Tay- 
or. 

Mr. Boss, who is surveying life in- 
surance activities and institutions in 
the U. S. and Canada, went to Wash- 
ington after attending the annual 
meeting of American Life Convention 
in Chicago. He toured Washington and 
visited offices of the institute, ALC, 
Life Insurance Assn. of America and 
Health Insurance Assn. of America, 
where the public relations aspects of 
their programs were explained. He 
spent a day in Virginia visiting scenes 
of historic interest before leaving for 
New York. 





Herbert A. Bell, former assistant 
director of agencies for Jefferson Na- 
tional Life, has been named vice-presi- 
dent and agency director of Investors 
National Life of Marion, Ind. 
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nt of Make G AMC a Federation of Local Units, wonder if perhaps the next and proper have to be formed after the manner 
; . 5 - procedure—after 100% automatic status of NALU. 
vice- \[ackson Advises in Final Report to Board is reached—is for GAMC to change its “Now, going back to the beginning, 
ll de- |" Conversion of the General Agents or whatever? Perhaps all would ‘go structure to that of an organization of where would such an arrangement 
on by & Managers Conference of National along,’ but if so, I suspect it would local units. leave the general agent who is not lo- 
nnec- Assn. of Life Un- represent something of a modern-day . : ¢ cated near a local managers’ associa- 
close derwriters from miracle. Would GAMC really have the “It would seem to me,” he said, tion? My answer is that it doesn’t 
loesn’t its present indivi- ‘control’ or would it, in this evolution “that a local association which has leave him in any different situation 
dual member basis from individual member to automatic already taken the major step of re- than are many members of NALU 
to a federation of status, have in reality passed to the quiring its members to belong to presently. Since of course there are 
est local units “is a locals? Certainly the matter of the GAMC, would have no serious objec- more life underwriters’ associations 
step which must ‘right’ of GAMC to arbitrarily raise tion to a formal affiliation. As a mat- than managers’ groups, it is only a 
necessarily be the dues under the circumstances ter of fact, such affiliation would nec- matter of degree. Probablv some tvpe 
, taken,” in the o- would be up for review.” essarily carry with it local represen- of non-resident membership plan 
insur- pinion of Law- This prospect led Mr. Jackson to tation and a delegate group would (CONTINUED ON PAGE 20) 
= = rence W. Jackson, 
which he ex- 
pressed in a rec- 
L. W. Jackson ommendation _ to 
the GAMC board 
of directors at its recent meeting in 
Washington. It was his final report, in 
as much as he had previously resigned : ae 
to join Metropolitan Life as adminis- ONG ofg G2 ey if. ede f ay a 
trator of courses in the field training ONIN Te ich ait ra STS ee ee 
division. Ae NAN Act ay 4\5. a ta3 
Mr. Jackson expressed the hope that 
an appropriate committee would be dow: dar ca n rou U 
appointed to give his recommendation <A Nye: 
baum serious consideration. “!, : ro ot 
t they In ‘a Pog bo ays ee pnp \ ” : 2 ate, ? 
skills out tha e was formed as an : : ; 
individual-member body rather: than 
re as a federal of local units, the purpose bie You u Never Senne Until You 
> tra- being to — — Sy apes Ms e = sae 
: to every general agent or man- a 
ani! ager, especially those located in areas : cre 
nnual where there were no local managers’ * ua 
associations. 
id in- b 7 . 
num- “This was obviously the democratic 
W. D. fapproach, and even though it created 
1t of serious problems, such as dues collec- 
tion, I nevertheless believe that expe- 
rience has shown it to have been a 
Seema wise plan,” he said. “The GAMC could 
seid not have been formed originally as a 
- Foti ‘unit? organization without first hav- 
enn ing convinced each unit of the neces- 
| The sity and importance of a national 
sy body. With the passing of time, with 
oan successful accomplishments and with 
a the growing acceptance of the ‘auto- 
chings matic? membership idea, the ‘unit’ re- 
How lationship to GAMC is gradually com- 
ing about. It would seem reasonable 
ave to to assume that in the course of another 
as she year or two every association will sup- 
Nus- port the automatic proéedure. 
ecinet “At that time, I think the question 
See, arises, ‘Is GAMC still.an organization 
aes: of individual members, or has _ it 
€YS changed, at least for all practical pur- 
poses, to a federation of local groups?’ 
“This question acquires added sig- 
nificance when the subject of increas- 
ing GAMC dues is raised—as it in- 
evitably will be raised. With ‘auto- 
matic’ associations all over the coun- 
Life § try, what happens if GAMC feels dues 
a few fshould be increased to $10, $15, $20, 
ginia, 
me 
NV ash- 
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Pru Leads in Number 
of CLU, LUTC Students 


Prudential this year again led the 
business in number of employes pass- 
ing one or more parts of the 5-part 
CLU course. Of Prudential’s 284 suc- 
cessful students, 44 completed the ex- 
amination series and were awarded 
the CLU or CLU associate designa- 
tions. 

The company also led the industry 
in number of employes who passed 
Life Underwriter Training Council ex- 
aminations, with close to 2,000 com- 
pleting one of the two parts and almost 


1,000 others becoming LUTC gradu- 
ates. Prudential personnel represented 
more than one-fitth of the total indus- 
try enrollment in LUTC this year. 


Milwaukee Plans 4 LUTC Classes 

MILWAUKEE—Two first year and 
two second year classes of LUTC are 
being organized by Milwaukee Life 
Underwriters Assn. Instructors will be 
Daniel L. Clark, Washington National; 
Walter Lathrop, Prudential; Edward 
W. Voss, North American Life of Chi- 
cago, and R. Wayne Allison, National 
Life of Vermont. LUTC chairman of 
the Milwaukee association is Roland E. 
Meissner Jr., New York Life. 











LIFE + ACCIDENT 
in combination with 
MILLION DOLLAR AGENCY PLAN = 
MORE SALES and MORE COMMISSION $$$$ 


CHECK THIS EXTRA SALES FIREPOWER: 


e Non-can. A & S (Guaran- e Association Group and 


teed Renewable to 65) 


e Commercial A & S (First ¢ Hospital Expense and 


day for lifetime) 


LUCRATIVE FIRST YEAR & RENEWAL COMMISSIONS 
A DOUBLE BARRELED SALES SHOT THAT HITS THE 


BULL’S EYE... 








& SICKNESS 


Baby Group A &S 


BEST OF ALL... 


«+ EVERYTIME 



















Hugh W. Davy; 
center, San Frap. 
cisco, was electeg 
president of Home 
Life of New Yor 
Managers Assn, at 
conference of 
Managers in At. 
‘lantic City. Rober; 
- W. Bremner, left, 
New York City, 
was elected vice. 
president. Hadselj 
S. Easton, Cleve. 
land, became ser. 
retary. 








Detroit Agency Cashiers Elect 
Joseph G. Stutzke of Lincoln Nation- 
al Life has been elected president of 
Life Agency Cashiers Assn. of Detroit. 
Other new officers are Charles D. 
Smith of Northwestern Mutual, vice- 
president; Dorothy L. Blood of Con- 
necticut General, secretary, and Marion 
Siau of Fidelity Mutual, treasurer. 


Fidelity Mutual Holds Open House 

Fidelity Mutual Life and its employes 
Fidelity Mutual Club sponsored an 
open house and hobby show which at. 
tracted 500 guests to the home office. 
Employes and retired employes dis. 
piayed 70 exhibits of handicrafts and 
hobbies. Guided tours were taken of 
the building. 









uf 





gress 


is GROWTH 






\ 





If you think you are the right man and want INCREASED INCOME, 
SECURITY, PRESTIGE, AND YOUR OWN MILLION DOLLAR 
AGENCY ... just mail completed coupon today. You have every- 
thing to gain!! 
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MONTCLAIR, NEW JERSEY 
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Life and Casualty Insurance Company has always followed a 
well planned course for progress. We look to the future with 
confidence. With well over a Billion Dollars of Life Insurance 
in force today, compared with the modest beginning of 1903, 
our goal of Two Billion Dollars of Insurance in force by 1960 
is already assured of achievement. Aware of the abilities of the 
men and women in our field force, because of the marvelous 
accomplishments in the past, we are confident that this goal 
will be reached. 
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WELL OVER A BILLION DOLLARS OF LIFE INSURANCE IN FORCE 
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Must Train Agents 
to Serve People in 
all Classes: Evans 


Colonial Life agents must be trained 
adequately to provide the necessary 
services of life insurance to people in 
all classes of need, from those who can 


not enough to create ideas that pay off, 
Mr. Bruce continued. But, by adding 
the letter “1” to the word “idea,” the 
formula for success in life insurance 
emerges. With ideals, work is accom- 
plished in the right way. Without them, 
there is inevitable trouble, discourage- 
ment, dissatisfaction and failure. How- 
ever, he warned against concentrating 
on production and novel ideas to the 


al quality award should write only 
people whom they are more than reas- 
onably sure will keep their insurance 
even through adverse conditions. Qual- 
ity prospects must be sold on a pro- 
gram tailored to their individual needs 
and ability to pay, and they must be 
serviced properly. 

Robert H. Reid, executive vice-pres- 
ident and managing director of London 


only pay their premiums weekly to the Point where judgment suffers. The on- Life, welcomed the delegates to Cana- 


key executives and others who require 
programming of their more substantial 





James G. Bruce 


R. B. Evans 
problems, President Richard B. Evans 
told a record audience at the 3-day an- 
nual sales meeting of combination 
agencies at Hotel Sheraton-Brock at 
Niagara Falls, Ont. 

The home office staff also must be 
sufficiently qualified to serve these 
highly diversified needs, Mr. Evans de- 
clared. The great problem management 
faces is that when it produces a highly 
favorable product in one department, 
this unfortunately is accepted as an 
interpretation of management’s desire 
to emphasize that one department. 

Despite the growing economy, there 
are many people urgently needing pro- 
tection who cannot. meet a monthly 
premium requirement. Colonial has a 
responsibility to provide these people 
with the services the company has de- 
veloped for them. Mr. Evans expressed 
the firm belief that the market for 
weekly premium business will contin- 
ue. 

Mr. Evans, whose talk was titled 
“The Need for a Balanced Diet in Life 
Insurance Selling,” pointed to the need 
for a balanced diet of food to assure 
physical well-being. Colonial’s super- 
vised education for the entire field or- 
ganization was designed as part of a 
program to recruit, train and direct the 
staff into a crusade of meeting all life 
insurance needs. The company seeks to 
develop salesmen well-versed in the 
intelligent programming and sale of 
life insurance for all classes of society. 
A programming job must be done for 
those who erroneously think they are 
self-sufficient under the new social 
security setup. 

“Our company was established to 
serve all the life insurance needs of 
the area in which we operate,” Mr. 
Evans continued. “I do not believe we 
are doing an adequate job. I am a firm 
believer in the principle of the ‘proper 
diet’ in our business and I do not want 
any of our field people to believe other- 
wise.” 

If a person has a rich store of knowl- 

edge and practices thinking, he can 
become a creator of valuable ideas, 
James G. Bruce, vice-president and 
secretary, said. There is no more valu- 
able talent than the ability to produce 
an idea when it is needed to solve a 
problem. 
_ Agents’ training begins with acquis- 
ition of a store of knowledge. It is im- 
portant to keep adding to that reservoir 
from which creative, remunerative 
ideas are drawn. Also, thinking must 
be done regularly or the brain seems 
to get rusty. 

But knowledge and thinking skill are 


ly way to gain satisfaction in the job 
and higher earnings in the long run is 
to put service first and income second. 

Frank De Young, director of conser- 


da. He said his company’s approach to 
the production and maintenance of life 
insurance is based on the needs and 
potentialities of the public, rather than 


growth or high income for agents. In 
actual experience, however, his com- 
pany has found that all three go hand- 
in-hand. The better the company 
serves, the faster it grows and the 
more its agents profit. 

Russell H. Freeman, manager of 
London Life at Toronto, said supervi- 
sion in a combination agency shculd 
exploit trends that point to success, 
and thus accelerate the agent’s rate of 
growth. Supervision should prevent 
which might lead to trouble if not 
stopped. It should close the gap be- 
tween desired and actual human per- 


vation, said a candidate for the nation- on any selfish desire for company formance. 











How to put knowledge to use 


vy 
sales procedures, unique and proved programming 
methods, prospecting and policyholder service. 


HE BEST life insurance sales procedures die on 

the vine unless they reach the man in the field. 
The important thing is to have practical facilities 
to pass along ideas, knowledge, and methods so 
that all men on the firing line have the opportunity 
to do top flight jobs. Connecticut Mutual’s educa- 
tion and training program is geared to do just this. 


Three formal study programs: Part I includes nine 
volumes of basic study for new agents; Part II is on 
programming and introduces business insurance; 
Part III covers taxes and business insurance and 
current problems in estate conservation and 
employee plans. 


Career Schools for new agents are held several 
times a year in Hartford. They cover salesmanship, 


iC 
Ray Ur 


a 
* Oven J, 
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Advanced Underwriting Forums are held periodi- 
cally throughout the country to give Connecticut 
Mutual representatives the latest developments in 
business insurance and estate and pension planning. 


Life Underwriter Training Council sponsors two- 
year courses in many cities. Connecticut Mutual 
provides scholarships covering a large part of the 
costs of these courses to build knowledge and skills. 


American College of Life Underwriters, since its 
founding, has had wholehearted support by 
Connecticut Mutual. More than 100 Connecticut 
Mutual people are CLUs and many more have 
pas3ed one or more of the five examinations. 


é i Ean The Connecticut Mintual 


We yeas 
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Mutual Benefit Survey 
Shows Policyholders 


Satistied with Service 

Mutual Benefit Life learned that 
94% of the respondents in a survey of 
500 policyholders were satisfied with 
the service received when they recent- 
ly corresponded with the company 
about their policies. 

A third of the respondents praised 
the company for its record of good ser- 
vice to policyholders. Three percent 
indicated satisfaction with answers 
received from the company, but were 
dissatisfied with the length of time be- 
tween their letters and replies. Three 
percent indicated dissatisfaction with 
the answers to their letters. Replies 
indicating dissatisfaction were fol- 
lowed up in an effort to discover the 
cause of the problem. 

The public relations department, 
with the cooperation of the mathemat- 


ical correspondence department, con-. 


ducted the survey to learn whether 
policyholders were satisfied with com- 
pany service. Postal cards were sent 
to 500 policyholders, and more than 
50% replied. 

The policyholders were asked if they 
received prompt replies to their in- 
quiries, if the requested information 
was satisfactory, and if they were. dis- 
satisfied in any way with the-service 
received. 

President H. Bruce Palmer said the 
results clearly indicate that an excel- 
lent job is being done to provide effi- 
cient service and thus keep policy- 
holder relations on a high plane. 


GAMC to Take Part in 
Exploratory Seminars 


for New College Course 


The directors of General Agents & 
Managers Conference of National 
Assn. of Life Underwriters have ap- 
proved a recommendation that GAMC 
take an active interest in exploratory 
seminars on the executive develop- 
ment course being developed by 
American College. 

GAMC’s committee on education 
and training recommended that GAMC 
participate in the course, help devel- 
op and promote interest in it, continue 
to promote the use of the existing 
LIAMA group study course, and help 
establish the executive development 
seminars. 

Edward L. Reiley, general agent of 
Mutual Benefit Life in Philadelphia 
and chairman of the committee, said 
the proposed course would deal with 
the principles of agency management 
and would readily supplement the 
LIAMA course, which deals primarily 
with methods of agency management. 

The board adopted a resolution of 
appreciation for the service rendered 
by the retiring GAMC chairman, Judd 
C. Benson, Union Central, Cincinnati. 


FRATERNALS 


Lutheran Brotherhood 
Passes $700 Million 


Lutheran Brotherhood had sales of 
over $92 million for the first nine 
months of this year, boosting its total 
life insurance in force to more than 
$700 million. Sales so far this year are 
20.5% over the society’s total for this 
same period last year. Assets have 
reached a total of more than $115 mil- 
lion. Expansion of the society’s field 
organization includes new general 














agencies at Phoenix, Ariz., and Fort 
Worth, and new agents in Connecticut. 
Lutheran Brotherhood ‘has established 
an eastern branch office in Philadel- 
phia, headed by William A. Lundquist. 
A general agency also is being estab- 
lished in Philadelphia. 





Kansas Fraternal Changes Name 


Ancient Order of United Workmen 
of Kansas has changed its name to 
First Kansas Life Insurance Associa- 
tion. This is a change in name only 
and all contacts entered into under the 
old name will be performed under the 
new. 


Assn. of Life Medical | 
Directors to Meet in 
New Orleans Oct. 23-25 


Assn. of Life Insurance Medical Di- 
rectors of America will hold its an- 
nual meeting Oct. 23-25 at Roosevelt 
hotel, New Orleans, with an expected 
attendance of 275. 

Most of the program will consist of 
scientife reports by prominent author- 
ities. Heart disease, diseases of the di- 
gestive tract, detection of coronary di- 
seases, atherosclerosis and cancer are 
among the topics to be discussed. The 


meeting will end with a symposium on 
health insurance. 





Institute Lunch Nov. 8 

Insurance Institute of America will 
hold its annual conference luncheon 
Nov. 8 at Plaza hotel, New York City. 
Harry J. Loman, executive vice-presi- 
dent of the institute, is in charge of 
the affair. 





Home Life of New York has changed 
the telephone number at its home 
office to BEekman 3-6400. 
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EXECUTIVE EQUITY PROTECTOR 





| ANNUAL 
| AGE PREMIUM 1 

_-85——«4$24.12 $18 
_ 45 3434 24 
55 51.59 31 
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@ $25,000 minimum policy. 


@ Full retention to $500,000 — without 
reinsurance, ages 16-75. 


A WHOLE LIFE PLAN — CASH VALUE EQUALS FULL RESERVE 
AT END OF FIRST AND SUBSEQUENT YEARS 








END OF YEAR 
2 3 ‘is 
$35 $53 $70 $ 88 
47 70 #493 ~ «2117 
61. 91 #121 ~«+151 


ILLUSTRATION OF CASH VALUES 


10 15 20 
$181 $276 $372 

234 349 459 

295 427 546 


@ Issued to 500% mortality. 


@ First Year Commissions — 25% to age 55; 


20% ages 55 to 65; and 20% of age 65 
premium for ages over 65. 


@ Our limit considered on photostatic 
copies of other companies’ papers. 


PHOENIX MUTUAL LIFE INSURANCE 


@ Renewals — nine 10's. 
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Slate Breakfast Talks 
Nov. 13 at HIAA Forum 


on Individual Coverage 


Five breakfast discussions will be 
held at the individual insurance forum 
sponsored by Health Insurance Assn. 
of America Nov. 12-13 in Dallas. 

The sessions will be held the second 
day and will be limited to 30 persons 
each, with one representative allowed 
from a company at each session. Top- 
ics will be A&S age limits including 
over-age and paid-up insurance, uni- 


form policy provisions and approval 
problems, over-coverage and duplica- 
tion problems, claim problems and de- 
ductible insurance. 

The forum, the first annual meeting 
sponsored by HIAA, will feature pan- 
els, clinics and speeches on various 
phases of individual insurance work. 
Topics will include brokerage A&S, 
special risks, major medical problems 
and A&S advertising standards. The 
final program, as developed by the an- 
nual forum subcommittee headed by 
John H. Lumley, executive vice-presi- 


dent of Benefit Association of Railway 
Employees, Chicago, will be distribut- 
ed later this month. 

Presiding at the forum will be J. M. 
Wickman, 2nd vice-president of Mu- 
tual of New York and chairman of the 
standing individual insurance commit- 
tee, under which Mr. Lumley’s group 
functions. 





V. L. Tickner has been retired as 
president of Great Eastern Mutual Life 
of Denver due to ill health. A. L. 
Cooper has been named executive 
vice-president and general manager. 
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NEW LOW ANNUITY RATES 





RATES REDUCED — COMMISSIONS RAISED 
ON SINGLE PREMIUM LIFE ANNUITIES 


NON - REFUND 


INSTALLMENT REFUND 


ADDITIONAL SINGLE PREMIUM PLANS AVAILABLE 


@ Deferred Installment Refund Annuities 


COMMISSIONS INCREASED TO 2%.% 


COMPANY OF HARTFORD, CONN. 


SINGLE PREMIUM FOR $100 ANNUAL INCOME 


Age 45 Age 55 Age 65 Age 75 Age 85 
MALE $2,190 $1,712 $1,225 $.794 $ 462 
FEMALE 2,400 1,944 1,440 981 568 
MALE 2,310. —«*1,909_ 1,490 1,088 __—818 
FEMALE 2,470 2,061 1,634 930 


@ Joint and Survivorship Annuities 


1,280 





No Cheap Money, 
Easy Credit Without 
Inflation: Eccles 


“The public must save more—spend 
and borraw less” if inflation is to be 
controlled, Marriner S. Eccles, chair- 
man of First Security Corp., Salt Lake 
City,:told the American Life Conven- 
tion in Chicago last week. 

“We ‘cannot have cheap money and 
easy credit, which nearly everyone 
seems ‘to ‘want, without a further in- 
crease in the cost of living, which no 
one seems to want,” said Mr. Eccles, 
former chairman of the Federgl Re- 
serve Board. 

He called price increases by big bus- 
iness unjustified and said further in- 
creases in wages, salaries and fringe 
benefits must follow and not lead an 
increase in productivity if increases in 
the cost of living are to be curbed. He 
added that a tax slice was impossible 
if the government intended to main- 
tain present expenditures and reduce 
‘the public debt. “If we are going to 
have the growth of which we are ca- 
pable, without inflation, something 
has to give.” 

Mr. Eccles said the cost of living has 
increased 2% since March and at this 
rate the purchasing power of the dol- 
lar would drop about 4% per year. He 
said this purchasing power would have 
declined\even more than it has had it 
not been for the 10.7% drop in farm 
income. Labor costs have risen from 
40 to 50% in the last eight years, but 
increased productivity has not been 
able to match this figure. At the same 
time, large businesses have earned 
more, but much of these large earnings 
have gone into huge capital ex- 
penditures which provide increased 
production. 

“As I see it,” said Mr. Eccles, “next 
to maintaining the peace, the most im- 
portant problem is to prevent infla- 
tion.” He said he believed at least $5 
billion could be trimmed from the mil- 
itary budget, leaving the country with 
a more effective defense if military 
concepts were brought up-to-date in 
this atomic and hydrogen bomb age. 

Mr. Eccles also recommended cut- 
ting foreign aid. “In the past 10 years 
we have spent nearly $60 billion for 
foreign aid. We are gaining neither 
friends nor influence by a continua- 
tion of many of these expenditures. 
Yugoslavia and Indochina are recent 
examples.” 

“I agree fully with the restrictive 
monetary policy being carried out by 
the Federal Reserve. In the face of 
much opposition and inadequate pow- 
ers available to it, I feel the Federal 
Reserve has done a_ creditable 
and courageous job in curbing the 
strong inflationary pressures,” he said. 
He recommended that the Federal Re- 
serve be alloted broader powers over 
the use of credit. 

He expressed disappointment that 
both political parties were “encourag- 
ing rather than dispelling economic 
illusions” in talking about a four-day 
working week and increasing pensions 
to equal past living standards. These 
programs, he said, would greatly ac- 
centuate the present inflation problem. 





N. E. Glassbrook, who recently re- 
tired as Central Division manager for 
Ohio National Life after 38 years, was 
feted at a farewell dinner in Lansing, 
Mich. Some 60 persons, including ex- 
ecutives from the home office and 
Ohio National agency heads from 
Michigan, Illinois and Indiana, attend- 
ed. 
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A&S 


Milwaukee A&H Men Hear 
Coffey Hit SS ‘Invasion’ 


Extension of the social security sys- 
tem into the disability field by pro- 
viding retirement benefits to employed 
persons of more than 50 years of age 
who become totally and permanently 
disabled, was protested by E. J. Coffey, 
Mutual of Omaha, addressing the Oc- 





tober luncheon meeting of Accident 
and Health Underwriters Assn. of Mil- 
waukee. 

Mr. Coffey, also president of Inter- 
national A&H Assn., said it was “‘most 
unfortunate that social security should 
have extended itself into the disability 
insurance field,” and added that there 
have been proposals to work for repeal 
of legislation which he described as “a 
government invasion of private busi- 
ness.” 

New officers installed by the Mil- 
waukee group are Richard E. Mueller, 
Provident L.&A., president; John J. 
Frey, Prudential, executive vice-presi- 


dent; Donald T. Williams, Metropoli- 
tan, vice-president; A. H. Bond, Jr., 
Bankers Life of Iowa, treasurer; and 
Leo E. Packard, Packard-Carson agen- 
cy of Milwaukee, re-elected secretary 
for a 20th term. 


Launch Blue Shield in S. D. 


SIOUX FALLS—A Blue Shield plan 
has been launched in South Dakota by 
the state medical association and has 
been approved by the insurance de- 
partment. The Blue Cross organization 
of Sioux City, Ia., will act as sales 
agency for the South Dakota plan. 








The Selling Contract with 


Success 
and Secur 


Built in... 


A sale for commission sake alone has no place in the Lifetime Security 
Franchise enjoyed by General American Life agents. Under the LSF program, 


each sale makes today’s efforts contribute toward a comfortable retirement. 


Instead of the usual 9-year renewal, commissions extend on through to 


provide life-time earnings ... plus retirement income without a penny of 


contribution by agent. 


The Lifetime Security Franchise also opens management opportunity right 
in the successful agent’s home city through the multiple agency system. And 


LSF provides multiple-line selling with ordinary, group, and accident and 


sickness. 


Here is the career approach that brings lasting satisfaction through extra 


benefits. 
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Publish Uniform Terms 


for Surgical Claims 


Health Insurance Council has pub- 
lished a 58-page booklet of uniform 
terminology to be used in identifying 
surgical procedures under surgical ex- 
pense insurance. 

The booklet, Surgical Procedures, 
Classification and Nomenclature, is 
primarily a guide for insurance people 
handling A&S policies and does not 
attempt to set up a set of fees to be 
charged for operations. Copies are 
being sent to member companies of 
the insurance trade associations com- 
prising the council’s membership. 

The booklet is designed to help ex- 
pedite claim payments under surgical 
expense contracts, and its standardiza- 
tion of terminology and classification 
also can be used by underwriting de- 
partments. Assigning a numerical code 
to the various procedures, it also may 
be adapted for statistical analysis. 

The guide was compiled by the 
council’s technical advisory committee 
headed by Morton D. Miller, associate 
actuary of Equitable Society, after 
consultation with a committee of the 
council on medical services of Ameri- 
can Medical Assn. Copies may be pur- 
chased for 75 cents from Health In- 
surance Council, 488 Madison Avenue, 
New York City. 





Cooperative Offers Dental Plan 
and Opens Branch Medical Center 
WASHINGTON—Group Health As- 
sociation, a cooperative, has introduced 
a dental plan, said to be the first of 
its kind in the U. S., which offers con- 
tinuing dental care for $3 a month. 
To be eligible, subscribers must be 
GHA members and have their teeth 
put in good condition at their own 
expense at the outset, according to 
Dr. Frank H. Wallace, dental director. 
A branch medical center will be 
opened in Silver Spring, Md. If it 
proves successful, other branches will 
be set up, according to Dr. Henry H. 
Lichtenberg, medical director. 


Stevens Point, Wis.—M. S. Goch- 
nauer, manager of the Green Bay 
branch of Retail Credit Co., explained 
the preparation of insurance inspec- 
tion reports to the September meet- 
ing of Central Wisconsin Life Under- 
writers Assn. Mrs. Adele Schein, New 
York Life, a member of the associa- 
tion, was honored as a qualifier for 
the Women’s Quarter Million Dollar 
Round Table. 














William P. Lynch, 2nd_ vice-presi- 
dent of Prudential at Jacksonville, 
Fla., (left) the new chairman of the 
Combination Companies Section of 
American Life Convention, is con- 
gratulated by the out-going chairman 
cf the section, David F. S. Johnson, 
vice-president and manager of agen- 
cies, Interstate Life & Accident. 











Do you want to add 
OVER $100,000.00 


annual premium in hospitalization and AGH 
business an’ additional income from ordinary 
life besides? 516% control presently available, 


balance probably available. No salaries to 
assumed. 


T.C.V. SEDGWICK CO. 
Insurance Financing, Merger Specialists. 
P.O. Box 8123, Dallas 5, Texas 
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~ ASSOCIATIONS 


Los Angeles Assn. Told 
lo Capitalize on New 


Social Security Amendments 


Members of Life Underwriters Assn. 
of Los Angeles were told at a “coffee 
and donuts” meeting to capitalize on 
the new amendments to the social 
security law to help increase their 
life volume and build a new source of 
income. 

Howard E. Nevonen, board member 
of International Assn. of Accident & 
Health Underwriters, said that great 
salesmen capitalize on outside influ- 
ences and asked if his listeners had the 
capacity to recognize and capitalize on 
that factor. 

Programming’ disability insurance 
follows the same basic development as 
life insurance planning, and it is only a 
matter of determining needs and pre- 
senting the coverage in force, he said. 
A good life insurance programmer can 
readily adapt A&S selling to his meth- 





Mr. Nevonen said the social secur- 
ity amendments “can be made useful 
in obtaining interviews with strangers 
and they are a wonderful excuse to 
give service to your old policyholders.” 





Overtures of Political 
Patronage in Indiana 


Insurance Alarms Agents 


INDIANAPOLIS—Indiana Assn. of 
Life Underwriters has asked pledges 
from the two major candidates for 
governor that they would divorce the 
state insurance department from pol- 
itical influence. Tthe plea signed by 
Gene Verdon, Life of Virginia, Evans- 
ville, association president, expressed 
“alarm over patronage statements at- 
tributed to both Lt. Gov. Harold W. 
Handley, the Republican nominee, and 
Terre Haute mayor Ralph Tucker, his 
Democratic opponent. 

Mr. Verdon said he referred to a 
statement by Mr. Handley that ap- 
pointments to state jobs would be 








DIRECT CONTRACT opportunities in 
Indiana, Ohio, lowa, Kentucky, Missouri, 
Arkansas and Mississippi. A complete 


line of: 
e SICKNESS 


LI F E e HOSPITALIZATION 


Your reply held confidential. Write to: 
Evans M. Jacobson, Supt. of Agents 


MUTUAL SAVINGS 
le Inkurance 


5701 WATERMAN 


e ACCIDENT 


ST. LOUIS 12, MO. 




















cleared through county GOP organi- 
zations, and Tucker’s assertion that 
any position that could not be filled by 
a Democrat should be abolished. 
Oren D. Pritchard, Union Central 
Life, Indianapolis, executive committee 
member of the Indiana association, 
said Mr. Verdon’s views represented 
those of a majority of the association’s 
approximately 1,800 members. 





Grand Rapids, Mich.—“Enthusiasm 
and its Relationship to Selling’ was 
the topic for the first fall meeting of 
the Grand Rapids Life Underwriters 
Assn. 


Slate South Texas Sales 
Parley at Corpus Christi 


Corpus Christi Life Underwriters 
Assn. will hold an annual South Texas 
regional sales congress at the White 
Plaza hotel, Corpus Christi, Nov. 2. 
Five top-notch speakers have been en- 
gaged. They and their topics are: 
Thomas B. Rosser, Metropolitan Life, 
Dyersburg, Tenn., “The Debit Agent 
Speaks”; Kenneth L. Anderson, man- 
aging editor of Insurance R&R, “Tar- 
gets of Opportunity’; Stanley E. Mar- 
tin, State Mutual Life, Dallas, “Prob- 


lems of Life and Living”; Charles E. 
Gaines, vice-president and agency di- 
rector of Tennessee Life of Houston, 
“The Sky’s the Limit,” and J. D. Soper, 
St. Louis branch manager of Sun Life 
of Canada, “Sales Tricks for ’56.” 

A South Texas rustler’s party, which 
will include a traditional Texan bar- 
becue, will be held for agents and their - 
wives. 





Flint: Assn. Elects Gremel 


Raymond G. Gremel of Manufactur- 
ers Life has been elected president of 
-(CONTINUED ON NEXT PAGE) 
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STAR OF 
THE NORTH 








The backfield must keep moving in this game 
of selling life insurance successfully. That’s why 
the home office staff at Minnesota Mutual is out 
on the field backing up the line and demonstrat- 
ing how to use sales tools that have no equals 
in the industry. 


This kind of backfield in motion puts new 
men into production fast . . . keeps good men 
growing . . . moves the best men into the end 
zone of advanced underwriting. This kind of 
teamwork has made the “Star of the North” 
the fastest growing mutual company. 


All this is backed up by a higher pay incentive 
contract, with an unbeatable combination of 
persistency fees, that guarantees growing income 
to the man who writes quality business. 


These are the real reasons why the “Star 
of the North” shines as a guiding light to many 
a career underwriter who has scored with... 


The Agent Minded 


MINNESOTA 
MUTUAL 
LIFE 


Insurance Company 


Victory Square—St. Paul, Minnesota 
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LIFE WITH 
PROVIDENT 


PERSISTENCY PAYS PROVIDENT PRODUCERS 


Good persistency pays. Policyholders get good service. 
The salesman earns more commissions. The company 


keeps more business in force. 


The savings brought about in better than average per- 
sistency are shared with those responsible for them — 
the salesmen. At our convention last Spring the 37 
leaders in persistency divided a special cash bonus of 
more than $21,000. And indications are that even more 
producers will divide an even greater amount of money 
at the next convention at Colorado Springs. Persistency 


pays cash! 


PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 
OEEE Chattanooga -Since 1887 


-f LIFE ACCIDENT. SICKNESS HOSPITAL) SURGICAL MEDICAL 
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Beginner? . . . or Twenty-Year Man? 


YOUR TRAINING IS CONTINUOUS 
when you’re a Modern Woodmen Agent 


Ask any Modern Woodmen Agent... by capable personnel who have mastered 
new man or veteran... he'll tell you every phase of life insurance selling 
of a continuous training program which ... men who keep abreast of the latest 
makes for a profitable career. developments in the industry. 


He'll tell you about Modern Woodmen's Increased earnings and the opportunity 





basic training in the office . . . how this 
is immediately followed by on-the-job 
training with actual sales interviews with 
a successful, experienced sales manager. 


He'll tell you about Home Office ad- 
vanced training, which thoroughly schools 
the Modern Woodmen Agent in the 
principles, uses and applications of life 
insurance. 

He'll tell you that this training . . . on 
the job and in the office . . . is directed 


to "get ahead" are built into the future 
of the Modern Woodmen Agent. If you 
want a career with a future . . . one that 
gives opportunity to use your talents 
to the fullest . . . there's a place for 
you at Modern Woodmen. 


MODERN 
WOODMEN 


OF AMERICA 
. 
Life Insurance Since 1883 
Home Office Rock Island, Ill. 








(CONTINUED FROM PRECEDING PAGE) 
Flint (Mich.) Life Underwriters Assn, 
to succeed John T. Buchanan. 

The other new officers are Ronald 

M. Swartz, 1st vice-president; Bert 
Christenson, 2nd vice-president; Al. 
bert I. Roder, secretary, and Thor 
Nielson, treasurer. 


N. Y. State Assn. Rally 


Nov. 2 in Syracuse 

New York State Assn. of Life Un. 
derwriters will hold its fall delegate 
meeting all day Nov. 2 at Hotel On. 
ondata in Syracuse. 

Among subjects to be discussed are 
the unincorporated business tax, group 
life limits in the state and pre-licens. 
ing requirements. Other topics will be 
added to the agenda. Local association 
presidents will submit reports on ac. 
tivities during the first few months 
on their terms. The Syracuse associa- 
tion will arrange the luncheon and 
program. State president is Harold W, 
Baird, Northwestern Mutual, New York 
City. 


Dallas Association 


Speakers Ready 


A staff of 30 specially trained Dallas 
life agents is now available for speak- 
ing engagements this winter under the 
auspices of Dallas Life Underwriters 
Assn. The speakers bureau is a major 
phase of the public information pro- 
gram of the Dallas association for ‘the 
current year. Topic of the speakers is 
“What You Don’t Know About Life In- 
surance Can Hurt You—and Yours.” 


Wiedemann Named Chairman for 


Northern California Sales Congyess 

V. Web Wiedemann, general agent 
for the Equitable of Iowa, has been 
named general chairman of the 1957 
Northern California sales congress 
sponsored each year by the San Fran- 
cisco Life Underwriters Assn. The 
congress will meet Jan. 10. 


Missouri Agents to Hold Annual 
Sales Congress at Columbia 
Missouri Assn. of Life Underwriters 
will hold its annual sales congress Oct. 
20 at Columbia. The association for- 
merly held a two-day session with the 
sales congress on Friday and the busi- 
ness meeting on Saturday. This year 
a meetings will be held on the same 
ay. 


Port Huron, Mich.—Aubrey Oldham, 
Sarnia, Ont., manager for Mutual Life 
of Canada, addressed the first fall 
meeting of the Port Huron Life Under- 
writers Assn. His topic was “The Im- 
portance of National Assn. of Life Un- 
derwriters Membership.” 


Oshkosh (Wis.) Vocational school, in 
cooperation with local life agents, is 
offering part II and part III of the 
CLU course. Classes will be taught by 
P. E. MacKenzie, insurance instructor 
for Wisconsin schools of vocational 
and adult education. 


Janesville, Wis.—Seven members of 
Southern Wisconsin Life Underwriters 
ers Assn. were preesnted with LUTC 
certificates at the opening fall meeting 
of agents from Beloit, Janesville, 
Stoughton and Clinton. 


Manitowoc (Wis.) Assn. of Life Un- 
derwriters members were guests of the 
Sheboygan association at the Septem- 
ber luncheon meeting that opened the 
fall season. The speaker was Wilbur 
W. Hartshorn, superintendent of agen- 
cies for Metropolitan Life. 


San Antonio, Tex.—Association members 4 
the September meeting heard a d 
of recent changes in social security benefits 
by John D. Palmer, director of San Antonio 





Madison, Wis.—Newly elected officers af 
John A. Raymond, Connecticut Mutual 
president; John P. King, Bankers Life, vice 
president; Paul D. Meyer, Franklin Life, 9 
retary, and William Q. Murphy, Massach' 
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POLICIES - 


Confederation Offers 
$25,000 Special Plan, 


Cuts Convertible Term 


Confederation Life has introduced a 
preferred rate life policy called the 
“S-star special,” featuring low premi- 
ums and high cash values, a parti- 
cipating whole life plan with premi- 
ums payable to age 90 and issued 
from ages 15 to 65 with a $25,000 
minimum. 

All the usual supplementary and 
term rider benefits are available, sub- 
ject to normal regulations applicable 
to these benefit. A sample premium, 
dividends and cash values per $1,000 
of insurance for age 35 are: Premium, 
$22.24; first dividend, $1.70; 10th divi- 
dend, $3.97; 20th dividend, $6.82; 20 
premiums, $444.80; total 20 dividends, 
$83.28; net payments, $361.52; average 
payments, $18.08; cash value, $362.00; 
net cost, 48 cents; average cost 2 cents; 
accumulated dividends at 4% for 20 
years, $113.00. 

Convertible term has been reduced 
for all plans and ages. For term plans 
of more than 25 years, the conversion 
period has been extended to five years 
prior to termination of term coverage. 
The minimum policy is $5,000. Sam- 
ple rates for age 35 are: Five-year 
term, $6.14; 10-year, $6.93; 20-year, 
$9.36, and term to 65, $13.21. 








Equitable Liberalizes 


Non-Medical Practices 


Equitable Society has increased the 
amounts of insurance available on a 
non-medical basis at all ages to age 
30, with a $15,000 maximum for ages 
5 through 30. The maximum has been 
$10,000. 

The adjustable whole life policy has 
been made available on a non-medical 
basis at ages up to 30. The writing 
of insurance on minors under age 15 
has been liberalized, in the absence of 
statutory limitations, by adoption of a 
less stringent schedule of amounts re- 
quired on the applicant’s life. Rules 
qualifying agents for writing non- 
medical policies have been liberalized. 

Family income and term, unavail- 
able in the past to women who were 
not self-supporting, now may be con- 
sidered for dependent women in cer- 
tain cases under the new procedures. 


Northwestern National 


Cuts Premium on 2 Plans 


Northwestern National Life has re- 
duced premiums on its elective life 
and term-to-65 policies. Elective life, 
previously sold in minimum amounts 
of $2,500, now has a $10,000 minimum. 
The term-to-65 plan retains its former 
$1,000 minimum but at lower costs. 
Reductions in gross premiums vary by 
ages, but range from $1.60 to $2.52 per 
$1,000, on non-participating, and from 
$3.25 to $5 on participating, resulting 
m a reduced net cost on both forms 
averaging $2 per $1,000. 


Old Line Life Writing 
$25.000 25-Pay Life Plan 


A new $25,000 minimum 25-pay life 
policy has been added by Old Line Life 


‘Service Guide 




















ACTUARIAL COMPUTING 
SERVICE, INC. 
684 West Peachtree 
SB Street, N. W., Atlanta 8, 
Georgia, Telephone TRin- 
ity 5-6727. 














to supplement both a par and non-par 
special whole life minimum $10,000 
policy currently written. The new pol- 
icy features high cash values, attrac- 
tive premium rates and is a participat- 
ing policy with first year and partici- 
pating dividends. 


Franklin Life Raises 


Non-Medical Limits 


Franklin Life has increased its non- 
medical limits for both men and wo- 
men as follows: ages 0-4, $5,000;. ages 
5-30, $15,000; ages 31-35, $10,000; 
ages 36-40, $5,000. This represents an 
increase of $5,000 at ages 5-35. 


Met Life Cites Elmhurst, Ill., 
as Top Ranking District Agency 

Metropolitan Life has awarded its 
veterans trophy to the Elmhurst, II1., 
district agency for leading all districts 
in U.S. and Canada in combined sales 
performance and general conduct of 
the business this year. 

Patrick J. McNamara, a_ district 
manager in Chicago and president of 
Veterans Assn., presented the trophy 
at a dinner meeting to the Elmhurst 
district manager, William J. Wernecke. 
On hand were President Frederic W. 
Ecker; C. J. North, vice-president in 
charge of field management; Malvin E. 
Davis, vice-president and chief actu- 


ary; Charles G. Dougherty, vice-presi- 
dent in charge of insurance relations, 
and Austin T. Schussler, superinten- 
dent of agencies in the midwestern 
territory. 





Indiana Assn. Hears Black 

Larry Black, president of Com- 
mercial Services, Detroit, was the 
speaker at the October meeting of the 
Indiana Home Office Underwriters 
Assn. He spoke on “Underwriting from 
the Inspector’s Point of View.” The 
meeting was held at the Athenaeum 
in Indianapolis. 7 





budget cost. 





The Maccabees Agent has a lot to be 
happy about. His new Whole Life 
Special Plan overcomes the prospect’s 
number one sales objection—cost! 
This plan is priced right—gives the 
prospect high protection, plus cash 
values that build up fast—all at low 


Too, The Maccabees Agent received 
a complete sales kit designed exclu- 





There’s something special about a Maccabees Agent 


His new low-cost _ 
hole Life Special Plan 
swings those sales! 


sively for the Whole Life Special Plan. 
This includes direct mail **prospect- 
ing’’—and The Maccabees Agent 
doesn’t even have to pay the postage! 


If you wish to examine our Whole 
Life Special Plan and its complete 


sales kit as shown below, write 


designed for 
today’s way of lifes 


The Mawetaess dre Wow go 


ses bet BRC oe 


today to Robert O. Shepler, Field 
Director, The Maccabees. 


New Sales Aids for the Whole Life Special Plan! 











THE MACCABEES 


-a Life Insurance Society 


Offices in principal cities of the United States and Canada 


Detroit 2, Michigan 
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Who Missed the Missing NALU Session? 


National Assn. of Life Underwriters 
canventions have been getting so in- 
creasingly overstuffed in recent years 
that it has been a growing cause of 
concern to NALU leaders and many 
of the members. There is just ‘too 
much of a muchness.” At the recent 
annual gathering in Washington, the 
NALU trustees and the American So- 
ciety of CLU directors were in session 
as early as Saturday preceding the 
convention week. The NALU board 
did not conclude its deliberations un- 
til the following Saturday. 

We would like to call attention to a 
hopeful sign, however: The usual Fri- 
day general session was omitted so 
that the entire morning might be 
left free for the ground-breaking cere- 
monies on the site of the projected 
NALU headquarters building. Since 
dedications won’t be a standard fea- 
ture of future programs, it means that 
this year’s convention omitted one 
general session without any untoward 
consequences worth mentioning. It 
suggests strongly that future conven- 
tions could well do without one of 
the general sessions. 

We are not prepared to say it is 
the Friday general session that ought 
to be eliminated—only that it would 
be highly desirable to hold the line 
and eliminate at least that much from 
future programs. 

This suggestion is particularly per- 
tinent, we feel, because the national 
council so overwhelmingly rejected 
the recommendation of the functions 
and activities committee that the mid- 
year meeting be abolished. Since the 
midyear meeting is apparently going 
to be around for a long time, there is 
no possible argument that the annual 
meeting should be kept on its tradi- 
tional huge scale to make up for the 
absence of a midyear gathering. 

One comment frequently made is 
that there are too many other things 
going on during “NALU week,” so 
many that they interfere with the 
business of the main association. It 
was said that there were more than 
160 separate events from Saturday to 
Saturday inclusive. This necessarily 
means that there were quite a few 
concurrent sessions at which members 
had to make hard choices between 
competing attractions or duties. 

It’s been said countless times before 
but it becomes more obvious each 
year: NALU meetings are more and 
more “working” meetings, rather than 
speech-listening-to sessions. 

Yet the tradition of long and nu- 


merous speeches, a carryover from the 
days when there wasn’t much else to 
do at meetings except listen to 
speeches, seems to continue as a sacred 
obligation. Even if the speaker is 
windy and rambling the listeners seem 
to get a certain spiritual uplift through 
having endured the discipline of sit- 
ting through to the last line of the 
corny peroration. 

We believe that the framers of 
NALU programs, before scheduling 
any formal speech, could well ask 
themselves, “Is a speech the only way 
we could give our members the bene- 
fit of what this man has to say? Does 
he really have a message that is 
worth the amount of time he _ is 
bound to take away from our essential 
work here?” 

Perhaps NALU has arrived at the 
stage which many organizations 
reached long ago: They have little or 
no speech-making but instead they 
distribute written copies of papers and 
then the author just discusses the pa- 
per, as do other members. Each paper 
is sent out well in advance of the 
meeting and presumably anybody who 
is interested will have read it and be 
prepared to discuss it intelligently at 
the meeting. 

This is the sort of thing that NALU 
does with nearly all of its numerous 
committee reports. Extension of this 
system to most of the other material 
that would otherwise be presented in 
speech form seems like a practicable 
and desirable way to cut down the 
amount of time spent in listening to 
talks. 

Unquestionably, something needs to 
be done to bring NALU annual 
meetings down to a reasonable length 
Because the scheduling of speeches 
seems so often to be due largely to a 
kind of instinctive obedience to a hal- 
lowed ritual, we suggest that all mem- 
bers of the 1957 NALU program com- 
mittee and any others who have a 
voice in NALU program policy hang 
on their walls the motto, “Is This 
Speech Necessary?” 








Chesapeake Life, New Company, 
Begins Business in Maryland 

Chesapeake Life Insurance Co., with 
its home office at 11 St. Paul street, 
Baltimore, has received a certificate of 
authority in Maryland and has begun 
writing business. 

The company has paid-in capital 
and surplus of $500,000. It writes a 
complete line of dividend-bearing nol- 


and add an A&S and medical expense 
department. 

President is Leonard H. Rosenberg, 
vice-president of Strasco general in- 
surance agency of Baltimore and for- 
mer state agent of Columbus Mutual. 
He has been in the life field for 20 


DEATHS 


OSCAR STRASS, 73, purchasing 
agent for Northern Life of Seattle, 
died after a week’s illness. 


PERSONALS 


Benjamin D. Salinger, general agent 
of Mutual Benefit Life in New York 
City, will be guest of honor at the an- 
nual life insurance division luncheon 
of New York federation of Jewish 
philanthropies on Nov. 14 at federa- 
tion headquarters for his leadership 
and efforts in behalf of the organiza- 
tion. Harry Phillips III, Penn Mu- 
tual, and Jay R. Lauer, Continental 
American Life, are division chairman 
and associate chairman, respectively. 

















Louie E. Throgmorton, vice-presi- 
dent and director of public services, 
Republic National Life, spoke at the 
Georgia State Kiwanis convention in 
Savannah. He also addressed the Sales 
Managers of Florida, sponsored by the 
University of Florida, at Jacksonville. 


Joshua B. Glasser, general agent in 
Chicago for Continental Assurance 
has been visiting his cousin, Robert 
Briscoe, lord mayor of Dublin. He and 
Mrs. Glasser will continue their Eu- 
ropean vacation with visits to France, 
Israel, Italy and Spain. 


Frederick H. Ecker, honorary chair- 
man and former chairman and presi- 
dent of Metropolitan Life, has been 
named chairman in Manhattan of the 
1956 Christmas seal sale of New York 
Tuberculosis & Health Assn. 








Stock Dividend Responsible for 
‘Nosedive’ in L.&C. Bid Price 


The insurance stock table in the Oct. 
5 issue gave a distorted impression of 
the behavior of the prices of Life & 
Casualty’s stock. There was no indi- 
cation that a 50% stock dividend was 
scheduled to be paid to stockholders of 
record Oct. 1 and was reflected in the 
Oct. 2 bid price of 24 but not in the 
38% price of a week earlier, shown for 
comparison. Thus, virtually all of the 
14% point drop was a reflection of the 
stock dividend. 





Indianapolis Life has begun opera- 
tions in Florida, increasing to 12 the 
number of states in which the com- 
pany operates. 

Four agents initially will represent 


icies. It plans to expand to other states -he company in its new territory. 
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Lite Companies Take 
Corporate Character 
from Employes: Lloyd 


A life company, perhaps more than 
any other kind of business, gradually 
assumes a character all its own, a re- 
flection of the acts and attitudes of 
many persons over many years, R. 
McAllister Lloyd, president of Teach- 
ers, told Society of LOMA Graduates 
at a supper meeting in Harvard club, 
New York City. 

Incentives in life companies as well 
as individuals have character, Mr. 
Lloyd said. The corporate personality 
may reflect the attitudes of present 
management, but more often in the 
life companies it is historical and re- 
sults from the combined influence of 
many persons over a long period. Fi- 
nally the corporate character becomes 
a tradition. It is so strong it alters 
the personality of the individuals 
working for the concern rather than 
being affected by those individuals. 

This can be seen when a friend 
changes jobs, he said. The person soon 
assumes a different personality and 
character, and develops new incen- 
tives. Although it might be difficult 
for the public to recognize differences 
in the personality and character of 
large life companies, people in the 
business know these differences exist. 





Companies ‘Get Out the Vote’ 

Washington National and Combined 
of Chicago are competing in a “Get 
Out the Vote” drive by urging home 
office employes to vote in the Novem- 
ber general elections. The company 
that turns out a better percentage of 
voters wins a plaque. This is the third 
general election in which the two com- 
panies have competed. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Oct. 16, 1956 
Previous Current 


Week’s Bid Bid Asked 











PGI TE isi dsssissitisnssissieceriesss 178 176 179 
Beneficial Standard ............ 16 15% 16 
Cal.-Western States. ............. 85 85 87% 
Colonial Life 95 99 103 
Columbian National ............ 78 82 87 
Commonwealth Life .......... 1934 1914 20 
Connecticut General .......... 254 246 251, 
Continental Assurance ....... 128 123 126 


Franklin Life 
Great Southern Life 
Gulf Life 
Jefferson Standard... 
Kansas City Life 
Life & Casualty 
Life Insurance Investors .. 13% 
















Lincoln National .................... 224 219 224 
Missouri ............ 21 22 2212 
National L. & A 8642 90 92 
North American, Il. 19'2 20 21 
N. W. National Life 75 83 87 
Ohio State Life 225 226 230 
Old Line Life .. 60 62 66 
Southland Life .. 91 97 100 
Southwestern Life 94 98 102 
Travelers .... 70 7344 74% 
United, Il. 21% «22% 23% 
TS Fate oss 27 28, 29% 
West Coast Life Sasa 45 48 50 
Wisconsin National. ............ 53 53 56 
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Actuaries in Public Practice Elect Campbell; 
Study Technical Problems and PR Program 


Members of the Conference of Actu- 
aries in Public Practice at their annual 
meeting in Chicago this week took 
time out from discussion of technical 
problems to review what could be done 
in the way of public relations. After 
some discussion, a special committee 
was appointed to study means of: al- 
leviating the shortage of trained per- 
sonnel created by the growing need of 
actuaries in industry, acquainting the 
public with the nature and type of 
service performed by an actuary and 
publicizing the experience and techni- 
cal competence requirements for mem- 
pership in the conference. ~ 

Donald F. Campbell Jr. was elected 
president to succeed Harley N. Bruce. 
Other new officers are Harry S. ‘Tres- 
sel, vice-president; Edward D. Brown 
Jr., secretary, and Harley N. Bruce, 
treasurer. All of the officers are of 
Chicago and were reelected directors 
for three-year terms. New directors 
elected are George B. Buck Jr. of New 
York City and G. Frank Waites of San 
Francisco. 

In a discussion of pension fund in 
vestments, Richard L. Kennedy Jr. of 
Harris, Upham & Co. of Chicago, 
traced the growth and types of pension 
funds and expounded a recommended 
investment procedure. He pointed out 
that pension trust assets were at one 
time invested entirely in fixed income 
securities. 


“However, within the last five years 
the pattern of pension trust invest- 
ment has completely ‘changed as em- 
phasis shifts with the recognition of 
the importance of fund earnings in re- 
lation to costs or benefits—plus the 
important inflation factor,” he said. 
“As cost conscious employers and ben- 
efit conscious employes became aware 
that a slight increase in fund earnings 
could reduce costs or increase benefits 
on a vastly multiplied rate, the per- 
formance of fund managers was scru- 
tinized more closely. Investments at 
2%% were not acceptable if 3% or 4% 
could be achieved with due regard to 
safety.” 

He pointed out that inflation neces- 
sitated upward revisions of benefits, 
for which fixed income investments 
provided no offset. He said a good 
part of the answer to the problem, 
however, was found in common stocks 
—and thus investing in the true sense 
began. 

The program recommended by Mr. 

Kennedy called for investment of 20% 
of the funds’ assets in either market- 
able U.S. Treasury obligations or in 
hon-marketable U.S. savings bonds, 
40% in the corporate bond field 15% 
in preferred stocks bonds and the re- 
maining 25% in common stocks. 
_ “While questions may arise concern- 
Ing all categories of securities, prob- 
ably the most controversial and conse- 
quently the most interesting questions 
Pertain to the use of common stocks,” 
he said. “The shift to common stocks 
mM recent years underlines the truism 
that investment patterns change with 
changing conditions. The crux of the 
common stock problem, however, is 
whether they are too high. There is 
ho denying the fact that 1.37% spread 
between average stock and bond yields 
today, makes stocks less attractive for 
Income than a 2 or 3% .spread such as 
has prevailed in the recent past. 

“Furthermore, examination of some 
of the blue chip favorites reveals in- 


stances of yields below those of prime 
corporate bonds. However, many stocks 
with long and favorable dividend rec- 
ords are available at yields relatively 
attractive on an income basis. The 
problem has increasingly become one 
of selection in terms of fund objec- 
tives,” he said. 

“If trustees of a pension or profit 
sharing fund carefully estimate the li- 
abilities of the specific trust, adopt 
investment ratios suited to these liabil- 
ites and then make purchases of se- 
curities relatively most attractive on 
prevailing markets, they may reason- 
ably expect satisfactory results over a 
period of years simply through the op- 
eration of the law of averages. Com- 
mon stocks tend to reflect inflation 
and income growth. If, therefore, suit- 
able common stocks are acquired, as 
funds become available, at various 
market levels, favorable results are a 
reasonable expectation.” 


On the questions of timing of pur- 
chases, Mr. Kennedy said “a savings 
of a few points over a period of weeks 
sinks into insignificance over a period 
of years. He said that selection of pur- 
chases, however, is another matter 
since a pension or profit-sharing trust 
can survive bad timing but no trust 
can survive bad selection. 

He concluded that a fund manager 
who first carefully estimates liabilities, 
diversifies his holdings according to 
the formula presented earlier and fol- 
lows a consistent program of steady 
purchasing and periodically reviews 
his holdings in terms of changing con- 
ditions, may reasonably expect satis- 
factory results. 

An involved algebraic approach to 
solving the evaluation problems of in- 
creased value of stocks held by in- 
surers was offered by Frank F. Burke, 
assistant actuary of the Texas insur- 
ance department. He suggested, how- 
ever, that there is possibly an easier 
solution, which would be to allow com- 
panies to establish the full market 
value of the stocks, assuming insur- 
ance department approval, but to re- 
quire them to set up as a liability the 
amount in excess. The excess, he ex- 
plained, would be determined on the 
basis of the unadjusted year end cap- 
ital and surplus, if that were standard. 

The actuarial soundness of the social 
security act as amended was explained 
by Robert J. Myers, chief actuary of 
the Social Security administration. He 
said the concept of actuarial sound- 
ness as it applies to the OASDI (old 
age, survivors, and disability insurance 
system as it is now known) differs 
considerably from this concept as ap- 
plicable to private insurance although 
there are in his opinion certain points 
of similarity—especially in regard to 
private pension plans. 

“The most important difference is 
due to the fact that a social insurance 
system can be assumed to be perpetual 
in nature, with a continuous flow of 
new entrants (as a result of its com- 
pulsory nature). Accordingly, it may 
be said that the OASDI program is 
actuarially sound if it is in actuarial 
balance by reason of the fact that fu- 
ture income from contributions and in- 
terest earnings on the accumulated 
trust fund will, over the long-run, sup- 
port the disbursements for benefits and 
administrative expenses. Quite obvi- 
ously, future experience may be ex- 
pected to vary from the actuarial cost 

(CONTINUED ON PAGE 21) 








GENERAL AGENT 


OPPORTUNITY 


CAN YOU PROSPECT? 
Do your prospects come directly from 
your own effort, ability and imagination 
and not from office leads, your super- 
visor, your manager? 


Can you show others “how to”? 


CAN YOU TELL A CONVINCING SALES STORY? 

If you’re doing well right now with what 
you’ve got, you'll do better with our 
proven competitive merchandising plans 
featuring dismemberment—lifetime in- 
come—top value income settlement 
option—and the premium payment plan 
of the future, Check-O-Matic. 

Can you ins pire and show others “how to”? 


CAN YOU COMPETE? 
Do you enjoy competing with others? 
More important, do you compete with 
yourself? 


Can you instill this Spirit in others? 


DO YOU REALLY WANT TO EARN MORE MONEY? 
Do you want to earn top present and 
future dollars for your own personal 
“know how” and for your ability to 

show others “how to”? 


HERE’S YOUR ANSWER! _ 

Highest lifetime service fee in the business 
to adequately compensate the career 
underwriter—fully vested renewals for 

9 years—top Ist year commission on 

par and non-par policies—agency office 
allowance—non-contributory pension 
plan—operating capital for new agents. 


Write, Wire, Phone 
FREDERICK E. JONES, President 
HOWARD W. KRAFT, Vice President 
and Director of Agencies 











Cre Set antce 


THE Qytt0 STATE LIFE 
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COLUMBUS 15, OHIO 





licensed in: Calif., D. C., Ill., Ind., lowa, Ky., Md., Mich., Minn., Mo., No. Car., Ohio, 


Pa., Texas, Va., and W. Va. 





GLOBE LIFE INSURANCE COMPANY 


Attractive Agency Contracts 
COMPLETE LIFE INSURANCE 
foroh' 259: Ue) 2 mee Nel- ino!) 


ALSO ACCIDENT, HEALTH, 
HOSPITALIZATION AND MEDICAL 
For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 
WILLIAM J. ALEXANDER, PRESIDENT 
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Says Group Cover Must Be Limited in 3 Key States 


(CONTINUED FROM PAGE 1) 





undue concentration of group insur- 
ance attention on the top end of the 
scale. 

There is of course another import- 
ant phase of the argument pro and 
contra large group certificates, name- 
ly, whether they lead to undue or un- 
fair competition with ordinary insur- 
ance. I suspect that my feelings on 
this point have shone through my pre- 
vious remarks. Ordinary insurance is 
strong enough to take care of itself. 


(iESrereeyy 
Seid tad d 





The Republic National Life of Dallas 
Reached the Magic Number of One Billion 
Dollars of Life Insurance 

in Force in June... and Has Now 


Moved Up To 


$1,100,000,000 






Republic National Life 
Insurance Company 


I adhere to the philosophy that the 
volume of life insurance owned by the 
American public—unprecedented else- 
where in the world—has been made 
possible only through the simultaneous 
efforts of ordinary, industrial and 
group; and that the competition among 
these separate lines helps rather than 
harms each individual segment of the 
whole life insurance business. 

I am afraid that I believe that even 
jumbo group certificates will not, in 





How Big 
IS a 
Billion ’ 


It You Went Back 
to 782 B.C. 

and Started to 
Spend a Thousand 
Dollars a Day 

list 


bv the 
of This Year You 





Would Have Spent 


One Billion Dollars. 
That's How Much 
a Billion Is. 

Almost 


Inconeeivable. 













/ and ordinary 


the long run, lessen the amount of 
ordinary insurance carried by execu- 
tives; because the amounts lost to or- 
dinary insurance in the case of exec- 
utives who already appreciate how 
much insurance they need may be off- 
set by additional insurance resulting 
from a breakdown of sales resistance 
in other cases; and nothing breaks 
down sales resistanee against life in- 
surance quite as effectively as the 
ownership of some of it—an effect 
which I hope has worked its way on 
each of you. 

In summary, I do not believe that 
any one kind of life insurance is a 
threat to any other kind. 

There is a serious question as to 
whether a similar statement applies 
to group hospital-surgical-medical in- 
surance. I think the statement does 
apply, but many disagree with me. 

In the _ hospital-surgical-medical 
field the competition between group 
insurance has usu- 
ally been considered reasonable ‘and 
healthy, but the competition between 
group insurance and Blue Cross-Blue 
Shield and other “service” organiza- 
tions has created a lot of disturbance 
in many minds. I think that that is 


unfortunate, because I am _ perfectly 
sure that the rapid spread of hospital. 
surgical-medical insurance throughout 
America has been made possible only 
through the simultaneous efforts of al] 
types of insurance and this spread has 
been so rapid and complete only be. 
cause two almost completely dissimi. 
lar kinds of institution have been im. 
pressing upon the public mind the 
desirability and the necessity of this 
protection. 

Even so, there are persons in the 
“service” organizations who feel that 
that type of prepayment institution jg 
fighting for its life against the insur. 
ance companies; and they criticize 
most severely, and with a sort of mora] 
fervor the practices of the private in. 
surance companies with respect to 
benefits offered, classes of persons 
covered, and premium rate-making 
philosophy. 

Correspondingly, there are many ip 
the insurance business who from time 
to time think that group hospital-sur. 
gical-medical insurance is fighting 
for its life against the Blue Cross type 
of organizations. After all, these are 
competing insurers which, except ina 
few isolated cases, pay no premium 





many others. 


know-how. 








YOUR HOME 
AWAY FROM HOME 





We suggest that you think of American United Life as 
your “home away from home”—in terms of a second 
company for your surplus business, or for business your 
own company does not accept. 


SUBSTANDARD BUSINESS—American United Life 
is a specialist in writing rated business, as high as 5 
times normal mortality. 


SPECIAL POLICIES—American United Life has a 
complete portfolio of contracts: low net cost and low 
net payment—rateable; special option investment type 
contracts; major medical and non-can disability; and 


GROUP—Anmerican United Life can offer you practical 
assistance in the group field—assistance built on a flex- 
ible attitude in underwriting, selling and merchandising 
group coverage of every kind. 


You'll find American United Life always willing to 
apply to your problems its wealth of experience and 


AMERICAN UNITED LIFE 


OS £-200 20 Ses O10) ..0°7-N vB a 
INDIANAPOLIS , INDIANA 





ALL ORDINARY LIFE FORMS * FLEXIBLE OPTIONS * LIFE INCOME * LOW NEI 
COST SPECIAL * UNIQUE JUVENILE * GROUP INSURANCE * GROUP RETIREMENT 
* PENSION TRUSTS * MAJOR MEDICAL * NON-CAN DISABILITY * SPECIAL 
(STS IN THE FIELDS OF SUBSTANDARD UNDERWRITING AND REINSURANCE 
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taxes. Early this year they upset a sale 


of a benefit plan which would have 
provided much-needed hospital-surgi- 
cal-medical protection for the civil ser- 
vice employes of the United States 
government and their dependents. 

They upset that plan by refusing to 
accept the decisions arrived at by the 
government officials charged with the 
duty of preparing the plan after con- 
ferences with representatives of gov- 
ernment employes. They went over 
the heads of all these people effect- 
ively enough to stop the necessary leg- 
islation. As far as I can learn, they 
did this primarily because’ they 
thought that the plans prepared for 
adoption were of a nature which gave 
more support to the philosophies that 
group insurance believes in than to the 
philosophies that the Blue Cross and 
similar organizations believe in. 

New plans are being developed for 
all types of insurers to cooperate with 
the Defense Department to provide 
hospital-surgical-medical benefits for 
dependents of persons in the armed 
forces of the United States and we 





HOTEL 


: TULLER 


##... featuring convenience, comfort, : 


#3 quality! A cosmopolitan atmos 


activities. | Newly decorated. 
Ultra modern, comfortable guest 
rooms... excellent food at 
moderate prices in our modern 
coffee shop and cafeteria. 












Radio and Television in room. 
Air Conditioned rooms in season. 


800 ROOMS = 
WITH BATH from 3 ia 
GARAGE and PARKING LOT 
FAMILY RATES 
No Charge for Children 


12 and Under — 
Harry E. Paulsen General Manager 


FACING GRAND CIRCUS PARK 
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MANAGEMENT 
A CONSULTANTS 














O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 

| Established 1945 
420-02 Hempstead Avenue 
Queens Village 29, N. Y. 











BOWLES, ANDREWS & TOWNE 
ACTUARIES 
Insurance Company 
Management Consultants 
RICHMOND ATLANTA NEW YORK 
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again are facing this battle between 
the insurance companies as an institu- 
tion and “service” organizations as an 
institution. This time a good deal of 
emphasis is being placed upon the al- 
leged fact that Blue Cross will, in 
most areas, pay the hospitals less than 
the insurance companies would have 
to pay those same hospitals for the 
services to be provided to the covered 
individuals. 

This matter of difference in pay- 
ments to hospitals is a most baffling 
one. It sounds like a powerful Blue 
Cross sales argument and it would be 
a good sales argument to most pro- 
spective purchasers of insurance; but 
it is nothing that would make very 
pleasant reading to hospital contribu- 
tors—and most hospitals from time to 
time approach the charitable public 
for contributions—and for the same 
reason, it would not make happy read- 
ing to hospital trustees as a class.... 

I am not in a position to tell the 
Blue Cross-Blue Shield side of the 
story but I remind you of my more 
fundamental attitude that the real ef- 
fect of the competition between insur- 
ance companies and service organiza- 
tions has been helpful to both. I do 
not think that there is the slightest 
possibility that either will kill the oth- 
er and both of us are silly when we 
act as if that were an imminent possi- 
bility. 


National, Vt., Wins 
4 Awards at LAA Meet 


National Life of Vermont won 
awards in four categories for its ex- 
hibits at the recent annual meeting of 
Life Insurance Advertisers Assn. in 
New Orleans. 

The citations were presented to the 
company for its prestige and good-will 
builders, annual report, policyholder 
material, and company field publica- 
tion, identified in LAA’s list of win- 
ners as categories 3, 7, 8 and 10, re- 
spectively. 

National Life of Vermont’s awards 
were erroneously credited to National 
Life & Accident in a story on page 3 
of the Sept. 28 edition of THE NaTIon- 
AL UNDERWRITER. 





Holz Opposes Percentage 


Increase on One Item 


In the liberalization of investment 
laws proposed by New York domestic 
companies, Superintendent  Leffert 
Holz of the insurance department has 
indicated he would go along with the 
proposal by the companies to increase 
the dollar limit for investment in sin- 
gle parcels of income producing real 
estate from $250 million to $500 mil- 
lion. However, he opposes the request 
of the companies to raise the percent- 
age allowance from % to % of 1% of 
assets for this type of investment. 





Northwestern National Begins 
Study of New Type Univac 


Northwestern National Life and 
Remington-Rand Univac division of 
Sperry-Rand Corp. has launched a co- 
operative case study of a new type 
electronic “brain” designed especially 
for larger life companies. Northwest- 
ern National plans to take delivery of 
the new machine by October, 1957. It 
is being built to specifications of the 
insurer’s electronic research committee 
which is responsible for adopting as 
many of the company’s statistical op- 
erations as possible to electronic pro- 
cessing. 

Northwestern National is currently 
holding classes for an initial group of 
14 selected staff members to acquaint 
them with the operational problems 
they will face next year when the ma- 
chine is installed. 


New Insurer Organized 


by California Educators 


Newly-organized Educators Ins. Co. 
of America has been granted authority 
by the California department of insur- 
ance to transact life and disability in- 
surance in that state. The company 


has an authorized capital not in excess 
of 50,000 shares of $10 par value. These 
were sold to California teachers and 
educators at $20 per share. 

Executive vice-president is Joseph 
Schwartz, formerly with Beneficial 
Standard Life and Union Casualty & 
Life. 
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Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for : 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


7 AMERICAN NATIONAL 
INSURANCE Co. 


GALVESTON, TEXAS 





Old Republic Life Insurance Company 
provides the most complete specialized 
credit life, accident and sickness insur- 


ance market for agents serving finan- 
cial institutions engaged in diversified 
instalment credit. Its representative 
can be of assistance to you. A phone 
call, wire or letter will bring the man 
from Old Republic to your desk with 
full details. 


Old Republic 


Life Insurance Company 
Chicago 1, Illinois 
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$91,954,000 Total Paid Since 

Start of Federal Group Life Case 
Federal employes and their survi- 

vors have received benefits totaling 

$91,954,000 since the federal employes’ 

group life program was started in 

August, 1954, according to U. S. Civil 


Service Commission. 

The total consisted of $85,104,000 in 
life payments and $6,850,000 in acci- 
dental death and dismemberment pay- 
ments. Payments averaged $3.8 mil- 
lion a month. Insurance in force totals 
about $10 billion. 





OPPORTUNITY 
IN 


SAINT 
LOUIS 


FOR THE MAN READY FOR 
GENERAL AGENT RESPONSIBILITY 


In St. Louis (the ninth ranking metropolitan market of 
the nation )—we have available, an unusual and outstand- 
ing opportunity for the right type of man, eager and 
ready for General Agent advancement. Our one hundred 
ninety-five million dollar company is marching forward 
throughout its entire operating area, from the Territory 
of Hawaii... from California to Florida—in a vigorous 
expansion program. As a career man with National 
Reserve Life, you are assured the utmost in complete 
home office cooperation plus tested, effective sales aids. 


The prosperous St. Louis area offers tremendous re- 
wards to the right man with our company. If you feel you 
are that man, write us today for complete information. 
All correspondence will be kept in strict confidence. Don’t 


delay—-write today! 


H. O. 
S. H. 


NATIONAL 


TOPEKA ° SIOUX 


Strong as the Strongest 
ENDURING AS RUSHMORE 


CHAPMAN, Pres., 
WITMER, Chm. of the Board 


RESERVE 
LIFE INSURANCE COMPANY 
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e@ T. D. rider with life insurance 
@ (Guaranteed Renewable to age 65 
Pays income from day of disability to age 65 
@ Level Term to age 70 
e@ All modern term policies and riders 
e@ Substandard life and A & S 
@ Low cost, high cash value, whole life policy 
Write H. S. Hagan, President 
Life Insurance Company 
Licensed in Illinois, 14 states west of Mississippi River, Alaska, Germany and France. 
WATERTOWN, SOUTH DAKOTA 
y, 














IBM Appoints Two to 


Life Department Posts 


International Business Machines 
Corp. has appointed James L. Thomas 
and Thomas V. Cahill special repre- 
sentatives in the life insurance depart- 
ments with headquarters at Dallas and 
Boston, respectively. 

They will assist I. S. Homans Jr., 
manager of the department, and con- 
duct classes for customer personnel 
and IBM representatives to keep 
abreast of machine accounting and 
data processing developments of inter- 
est to the life insurance business. Mr. 
Thomas has been with IBM at Dallas 
since 1949. Mr. Cahill joined the com- 
pany at New York in 1939 and has been 
at Boston since 1942. 


Your Mutual 
Benefit Life 


Man says: 


Cal. Ends Yearly Renewal 


of License Requirement 


In accord with amendments adopt- 
ed by the 1955 California legislature, 
insurers authorized to do business in| 
California will this year receive the| 
new continuous form certificates re-| 
cently prepared by the California de- | 
partment. Hereafter it will not be ne- 
cessary for companies to renew their | 
certificates annually, since the new) 
certificate is issued for an indefinite | 
period subject to the insurance laws. 
The new law calls for $10 annual li- | 
cense fee commencing in 1957, which | 
will be due June 1 of each year and! 
delinquent after June 15. Commis-_| 
sioner McConnell said the new pro-| 
cedure will assist both the comerenens | 





and the insurers in greater efficiency 
and séevings in time. 





vood life 
New Denver Insurer 


Sued Io ck ee ew o- TNSULANce 


Two stockholders of the newly for-| 
med American Founders Life of Den-| 
ver have filed a $157,500 civil suit in| 
Denver district court against the or- 
ganizers of the company charging that | 
they wrongfully withheld stock from | 
them to permit the officers and promo-| 
tors of the company to make huge} 
profits on their own stock. | 

The stockholders and complainants, 
Raymond W. Near and his wife, Ag- 
nes, claimed that they entered a con- | 
tract last February with the new com- | 
pany to purchase 15,000 shares at $2! 
a share, and the insurer has refused) 
to issue any stock to them. The suit! 
alleges that the market value of the 
stock now is $12.50 a share and that 
the company officials are refusing to 
deliver the stock in an attempt to en- 
able them to dispose of their person- 
ally owned stock, or stock which they | 
had options to purchase, at the in-| 
creased market value for their sole) 
benefit. 


Buchanan Heads D.C. Assn. 
Life Insurance Week Project 


job works 





both ways! 


When you give your client life in- 
surance that meets his exact aeeds 
| down to the last tiny detail, you’ve 
| done a good job. And because you’ve 
| done a good job for him—you’ve got 
Howard J. Riorteaj, Continental As-| ® 8004 job for yourself. It’s a simple 


Surance, president of District of Co-| philosophy, but it’s a prime reason 
lumbia Assn. of Life Underwriters, has | why Mutual Benefit Life men like 
named Thomas R. Buchanan, New| 
York Life, chairman of the “life insur- | George E. Wheeler of Dallas, 
ance week” project. ‘have so many 

Frank J. Carbo, Mutual Benefit H. l ar a 
& A. has been appointed chairman of P/e@sed clients 
the A&S committee. He will attend a/ and enjoy so much 
November seminar introducing a com- | < she £ 
prehensive A&S course to begin in Feb- | SUCCESS right trom 
ruary under the sponsorship of Life | the start. The 
Underwriter Training council. | Mutual Benefit 


Hooker Opens Consulting Offices Life Insurance 


Russell O. Hooker, who resigned as| Company, New- 
actuary of the Connecticut department’ ark, New Jersey. 
after 28 years in the organization, has'| 
opened insurance actuarial and con- 

— offices at 750 Main street, Hart- 
ord. 

He recently was elected presidential 
actuary of Insurance City Life of Hart- | 
ford, a new company writing credit | 
life. He has served on important com- ; 
mittees of National Assn. of Insurance | 
Commissioners. 
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COMPANY & AGENCY CHANGES 





Equitable Society 

Jule E. Stocker has been named as- 
sociate counsel, law department-in- 
vestments. He has been practicing law 
in New York City since 1929. He has 
lectured and written on legal subjects 
and is active in professional organiza- 
tions. 

George E. Stoddard, assistant man- 
ager of industrial securities in the se- 
curities investment department since 
1950, has been promoted to manager. 
Raymond A. Charles and Harold N. 
Friesen have been named assistant 
manager and analyst, respectively, of 
industrial securities. Mr. Stoddard 
joined the company as an investment 
analyst in 1945. Mr. Charles and Mr. 
Friesen have been with Ford Motor Co. 


Mutual of New York 


Arthur D. Graham and William L. 
Byars Jr. have been named to newly- 
created posts of assistant regional 
mortgage loan supervisors at Palo Alto 
and Cincinnati, respectively. Mr. Gra- 
ham has been in the business for 12 
years, most recently with State Mutu- 
al. Mr. Byars has been in the business 
since 1930 and with Mutual of New 
York since 1948. 


General American Life 


Two additions to the group division 
have been announced. They are: 

Philip J. Anzalone, who has been 
selling group insurance fcr another 
company, has been appointed assistant 
district group manager for the’ Los 
Angeles area. Edward H. Jackson, of 
Los Angeles is moving to St. Louis to 
take a position in the home office sales 
organization. He will be active in sales 
promotion and sales training. 


New England Life 


Richard M. Rohn, who joined the 
company as manager of the Chicago 
district group office in 1953, has been 
named assistant director of group sales. 
He entered the business in 1937 and 
was manager of the group A&S de- 
partment of James S. Kemper Co. from 
1947 to 1953. He is a lawyer. 

Howard A. Williams and William B. 
Ferguson have been promoted to ad- 
ministrative assistant and director of 
agency operations and finance, respec- 
tively. Mr. Williams joined the com- 
pany in 1952 and has been a security 
analyst in the securities department. 
M1. Ferguson has been assistant direc- 
tor of operations and finance in the 
agency department for two years. 


Occidental of Cal. 


_The following appointments in Oc- 
cidental’s actuarial division have been 
made: Paul Barnhart, Robert Bassin, 
Edward Foster, Howard Frieden, Rob- 
ert McCarty, and William Quirk, ac- 
tuarial assistants; Edward L. Chapin, 
Duare Kitchen, and John Montgom- 
ery, assistant mathematicians, and Al- 
lan Richards, assistant statistician. 
At the same time, F. N. Dastur was 
promo‘ed to assistant group actuary. 


American United 


Charles E. Macey has joined the 
home dffice staff of American United 
Life as group secretary. Mr. Macey 
has bem in group sales and service 
work for the past 9 years. 

Life of Virginia 

Douglas H. Fraser has been named 
assistalt manager of the field training 
division, He joined the company at 
Norfolk in 1948, advanced to associate 
manager and has been supervisor of 
the fielc training division since 1955. 

AMERICAN INTERNATIONAL OF 
HONGKONG—Robert C. Ayers, vice- 
President of American Life of  Wil- 
mington since 1953, has been appoint- 
ed vice-president for southeast Asia, 
with office: in Singapore. 


Home Life of New York 


N. Baxter Jackson, executive com- 
mittee chairman of the Chemical Corn 
Exchange bank of New York, has been 
elected a director. He is on the govern- 
ment borrowing committee of Ameri- 
can Bankers Assn. and is a commis- 
sioner of Port of New York authority. 


Variable Annuity Life 

W. Laird Dunlop III, executive 
vice-president of Walker & Dunlop, 
mortgage bankers of Washington, D.C., 
has been elected a director. He also is 
on the board of American Standard 
Life of Washington, D.C. 


New York Life 


Harry L. Corbett has been named 
home office representative in charge of 
a new office in Albuquerque, at 726 
First National Bank building, to han- 
dle the sales and service of group life 
and A&S. He joined the district group 
office at Denver in 1954. 


Prudential 

Henry J. Brock, associate general 
solicitor, has been appointed associate 
general counsel. He was in private 
practice in New York City before join- 
ing the legal staff in 1946. 


John Hancock 


Edwin A _ Coll- 
ett has been 
named general 
agent at  Provi- 
dence to succeed 
John L. Allen, who 
has been appoint- 
ed general agent 


in Atlanta. Mr. 
Collett entered the 
business in 1928 





and has been with 
Penn Mutual. 

Timothy P. Bla- 
ney and Stephen J. 
Bur have joined the Heald agency of 
Milwaukee. Mr. Bur has been named 
special representative and Mr. Blaney, 
assistant general agent. Their office 
will be in Green Bay. 


National Life & Accident 


E. G. Ross, district manager at Tem- 
ple City, Cal., has been named manag- 
er of the Pacific coast territory to suc- 
ceed the late J. F. Walker. Ben Shields, 
manager of the manpower develop- 
ment division, becomes associate man- 
ager of the Pacific coast territory. Both 
men will be in Los Angeles. H. H. Wal- 
len, district manager at Kingsport, 
Tenn., succeeds Mr. Shields as man- 
power development manager. C. A. 
Craig II, manager of the sales devel- 
opment division, becomes a district 
manager in Nashville. Ellis Goodloe, 
district manager at Chattanooga, be- 
comes sales development manager. R. 
D. Outten, district manager in Nash- 
ville, becomes manager of the service 
development division to succeed Del 
Dumont, who resigned. 


Great Southern Life 


William H. Miller has been ap- 
pointed manager of the new Gulf Free- 
way agency at Houston, making Hous- 
ton a multiple-office city for Great 
Southern. The new agency is at 7436 
Park Place boulevard. Mr. Miller was 
formerly acting manager at the com- 
pany’s Beaumont agency. S. E. Hollo- 
way, with Great Southern since 1952, 
has been named to head the Beaumont 
agency. 


United States Life 


William Wenzel has been appointed 
agency manager in Brooklyn. He has 
had extensive experience with Pru- 
dential for 26 years and during the 
past two years as accounts executive 
in the Continental Assurance agency 
system. 





E. A. Collett 


Bankers Life of lowa 


Three new _ group .representatives 
have been appointed. They are Robert 
W. Beck and Orville R. Miller, who 
have been assigned to the Des Moines 
office, and Peter G. Frederickson, a 
new member of the San Francisco 
group office. Mr. Beck has been with 
Blue Cross at Des Moines for eight 
years. Mr. Miller formerly was in the 
home office group underwriting de- 
partment. Mr. Frederickson has been 
in insurance for six years. 


Prudential 


Norman C. Downer has been named 
Prudential manager at Okland, Cal., 
succeeding Alvin E. Thomas, who is 
retiring after 28 years with the com- 
pany. Mr. Downer joined Prudential 
in 1936 at Denver and later served in 
supervisory posts at Pueblo, Col., 
Denver, and as associate director of 
the Detroit regional office. 


Franklin Life 


Robert M. Morris has been appoint- 
ed general agent in the west Los An- 
geles area for Franklin Life. A mem- 
ber of the Million Dollar Round Ta- 
ble, Mr. Morris was formerly director 
of field training for ordinary agencies 
at Prudential’s Los Angeles regional 
home office. 


Occidental of Cal. 


George Patterson, with Occidental 
since 1954 and head of the group of- 
fice at Atlanta for the past year, has 
been promoted to.regional group man- 
ager. 

Occidental’s group office at Detroit 
has been closed and moved to Cleve- 
land. John F. Tapson heads the office. 
Equitable Society 

George W. Holt has been named 
manager of a new agency at Covina, 
Cal., with offices at 157 east Rowland 
avenue. He joined the company in 1947 
and has been manager at Newark since 
1953. 


Cal-Western Life 


Harold J. Foshaugh has been named 
manager for Cal-Western at Tacoma. 
He has been assistant manager there 
for the last year and a half. 


Aetna Life 

Philip J. Adams, who entered the 
business with Aetna in 1947, has been 
named supervisor of the Sechtman 
agency at New York. 


Fidelity Mutual Life 


Louis Morell Jr. has been named 
general agent in Cleveland to succeed 
Harold A. Gordon, who is retiring 
from the post due to ill health. Henry 






















THE COMPANY shall do all 
in its power to encourage 
and culist the interest and 
support of the new agent's 
family in his life insurance 
career. 


Insurance 





No. 5 OF A SERIES 





® In selecting and train- | 
ing the new agent, we 
believe that the Com- 
pany’s responsibility 
must go much further 
than the printed terms 
of its contract. In fair- 
ness to the agent... 
the Company .. . the 
insurance business it- 
self . . . we must as- 
sure the new agent 
every possible chance 
of success. In this series 
of messages, we pre- 
sent a few of what we 
consider to be our in- 
escapable obligations 
under this “invisible 
contract”. 


ad 














A long-time maxim of this Company has been “You actually hire a family 

. not just an agent”. It is a fact that many a promising life insurance 
career has been wrecked on the shoals of family indifference or misunder- 
standing. Recognizing*this, we spend a great deal of time during the recruit- 
ing process “indoctrinating” the wife in the responsibilities her husband is 
about to assume. Thereafter, through attendance at company conventions 
and other means, we do all we can to keep her interest high in a “partner- 
ship” which can provide a better, fuller life for the whole family. 


California-Western States Life 


Company 


HOME OFFICE: SACRAMENTO 





——————— 
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A. Schoknecht III has been named 
general agent in San Francisco. Mr. 
Morell entered the business with Fi- 
delity Mutual at Cleveland in 1951 and 
became supervisor in 1952. He was 
named general agent at San Francisco 
in 1954. Mr. Gordon, with the company 
for 12 years and general agent at 
Cleveland for nine, will devote his time 
to personal production. Mr. Schok- 
necht, m the business since 1948, has 
been with the company in Oakland, 
Cal., since 1955. 


Manhattan Life 


Morris L. Har- 
melin has been 
appointed general 
agent in 5an Jose, 
Cal., with offices 
at 1515 The Ala- 
meda. Since 1936, 
he had been with 
his father, Max 
Harmelin, who re- 
tired recently as 
general agent in 
Newark. 

Herbert T. Nick- 
el has been named 
assistant broker- 
age manager of 
the Fixa agency in San Francisco. He 
entered the business with California- 
Western States Life in 1946 and joined 
New England Life in 1951. 





M. L. Harmelin 


Travelers 


Albert E. Colaw 
has been ap- 
pointed manager 
of a new branch 
at Wichita, in the 
Union National 
building. He was 
with Equitable So- 
ciety in Kansas 
City before join- 
ing Travelers as a 
field supervisor at 
Kansas City in 
1949. He was 
named assistant 
manager in 1953. 


Prudential 

Vincent Gallo, district manager in 
New Haven since 1954, has been named 
district manager at Waterbury, Conn., 
succeeding John A. Schweitzer, re- 
cently named district manager at 
Poughkeepsie, N. Y. Joseph Tashman, 
district manager at New York, suc- 
ceeds Mr. Gallo at New Haven. Mr. 
Gallo and Mr. Tashman have been 
with the company since 1932. 

KENTUCKY HOME MUTUAL— 
H. Kenneth Charlton has been ap- 
pointed regional manager at Cincin- 
nati with offices at 1423 East McMil- 
lan street. Mr. Charlton formerly was 
with Prudential. 





Albert E. Colaw 
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North American L.&C. 


Freeland W. Harlow has been ap- 
pointed branch manager and will open 
a second sales office in Minneapolis. 
He was formerly with Penn Mutual 
Life and Northwestern Mutual Life. 


RECORDS 


BANKERS LIFE OF IOWA—New 
business paid for in the first nine 
months of 1956 totaled $202,063,361, an 
increase of nearly $22 million over the 
same period last year. Of this total 
$120,685,574 was ordinary and $81,377,- 
787 was group business. September 
production totaled $15,715,027, of which 
$9,220,527 was ordinary and $6,494,500 
group. Total in force reached a new 
high of $2,588,136,220 at the end of 
September, of which $1,610,700,692 was 
ordinary and $977,435,528 group. 

GREAT-WEST LIFE—Sales for the 
first nine months in 1956 amounted to 
a record-breaking $379 million. Anoth- 
er record was set in September when 
sales amounted to $50 million. Chicago 
is the leading branch in year-to-date 
business with over $18,400,000 in new 
sales. The California agency ranks sec- 
ond with $16,900,000, and Winnipeg is 
the top Canadian branch with $14,500,- 
000. 

Max Seigler of Montreal is the lead- 
ing agent at the end of September, 
with more than $1,600,000 to his credit. 

















Make GAMC Federation 


of Local Units: Jackson 
(CONTINUED FROM PAGE 5) 
could be worked out. Dues for such 
members would be nominal and pre- 
sumably they would be affiliated with 
their nearest managers’ association. 
My view, then, is that this would not 
pose a serious problem to the change 
in organizational structure.” 

Mr. Jackson said there is a problem 
however that would present a serious 
challenge and that is the fact that 
some local associations are at present 
operated as “clubs.” The unit struc- 
ture would not operate successfully, 
Mr. Jackson believes, unless all gen- 
eral agents and managers who by cur- 
rent definition are eligible for GAMC 
membership were welcome at all lo- 
cal groups. 


“We are, of course, talking here 
about professional and educational as- 
sociations of general agents and man- 
agers rather than ‘social clubs,’ ” said 
Mr. Jackson. “This is not to be con- 
strued as meaning that I do not think 
there is value in social clubs of agency 
heads, for on the contrary I’m sure 
there is. My point is that primary em- 
phasis should be on the improve- 
ment of field management and that 
other considerations are of secondary 


importance. 
“Opening the doors, then, of all 
managers’ associations would, as I 


stated, be a problem, but I believe it 
would be a challenging one.” 

One of the lessons that is being 
learned through GAMC activities is 
that GAMC promotes healthy com- 
petition, said Mr. Jackson. 

“We’re going to see a lot more com- 
petition in this business as in others, 
all of which is good for as we have 
learned, that’s what makes progress, 
provided the competition is healthy,” 
he said. “And I believe that healthy 
competition can only result from a 
mutual understanding and respect for 


your competitor. I submit that 
through local study groups, con- 
ventions, management conferences 


in face-to-face exchange of ideas 
in shoulder-to-shoulder association, 
GAMC provides the ‘climate’ for 


healthy competition—the kind of com- 
petition that benefits the competitor, 
the business and the public.” 

Another important conclusion to be 
drawn from GAMC activities is that 
GAMC has proved to be good for 
NALU. 

“At the outset there was concern 
that GAMC would develop into a rival 
or a competitor of NALU and that it 
might even decide to separate from 
the parent organization and go on its 
own way,” Mr. Jackson recalled. “It 
was feared further that GAMC might 
engage in areas of activity in which 
NALU as a whole had long been in- 
terested and for which it had assumed 
major responsibility. 

“Recognizing this, Charles Campbell 
(now vice-president in charge of the 
Jacksonville regional home office of 
Prudential) and other early leaders 
of GAMC laid down the policy that 
the organization should confine its en- 
deavors entirely to the problems of 
field management. Time has proven 
the wisdom of that policy and I be- 
lieve that it can be fairly stated that 
GAMC has followed it to the letter. 
As a result, not only have conflicts 
been avoided but GAMC has proven 
itself an asset for NALU. I believe 
it can be an even greater asset in the 
future. 

“While there may be some notable 
exceptions, I think no one will se- 
riously disagree with the statement 
that.agent membership in the life un- 
derwriters association stems _princi- 
pally from the leadership and the en- 
couragement of the general agent or 
manager. It follows then that as 
GAMC extends its service to more 
agency heads, additional numbers of 
agents will learn of the advantages of 
NALU membership. 

“Especially can this be true through 
the expansion of the study course pro- 
gram for combination managers. Al- 
ready we know that a number of the 
managers enrolled in the five pilot 
courses had not previously been mem- 
bers of NALU. Is there not every r2a- 
son to feel that as a result of their fa- 
vorable exposure to this program ad- 
ditional numbers of agents will come 
into the membership of NALU?” 





Pru Has 8lst Birthday 


Prudential observed its 81st anni- 
versary with a buffet luncheon at the 
Newark home office for 800 business 
and civic leaders. Prior to the Junch- 
eon, guests were greeted by President 
Carrol M. Shanks, Harold M. Stewart, 
executive vice-president, Frederick H. 
Groel, vice-president, and other of- 
ficials. The company has grown to 
48,000 employes, with $13 billion in 
assets and $51.5 billion of insuramce in 
force. 


Convention Dates 


Oct. 23-25, Assn. of Life Insurance Medical 
Directors of America, annual, Rooevelt ho- 
tel, New Orleans. 

Oct. 25-26, Actuarial Club of the Pacfie States, 

Del Monte Lodge, Pebble 











Oct. 25-26, LIAMA Atlantic Alumai Assn. 
annual, Berkley-Carteret hotel, Asbury Park, 


Oct. 25-27, aime Management canference. 
French Lick, 

Nov. 11-16, og annual, Edgewaer Beach 
hotel, Chicago. 

Nov. 12-14, Society of Actuaries, asnual, The 
Greenbrier, White Sulphur Sprixgs, W. V@ 

Nov. 14-16, Institute of Home Office Under- 
writers, annual, Statler hotel, Dallas. 

Dee. 12-13, Life Insurance Assn. of America, 
annual, Waldorf-Astoria hotel, New hos 

Dec. 3-7, National Assn. of Irsurance 
missioners, semi-annual, di Lido hotels, 
Miami Beach. 
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Actuaries in Public 
Practice Elect Campbell 


(CONTINUED FROM PAGE 15) 
estimates made now, but the intent 
that the system be self-supporting (or 
actuarially sound) can be expressed 
in law by utilizing a contribution 
schedule that, according to an inter- 
mediate cost estimate, results in the 
system being in balance, or quite close 
thereto.” . 

E. J. Faulkner, president of Wood- 
man Accident & Life, in his banquet 
address called for repeal of the 1956 
amendments to the social security act 
and a careful analysis of the entire 
social security system by a group that 
has nothing to do with the program’s 
administration. 

Robert R. Neal, general manager of 
Health Insurance Assn. of America, 
outlined the functions of the associa- 
tion and expressed confidence that it 
major objectives in promoting health 
and welfare would be attained. 

Drs. Frank G. Dickinson and Leonard 
W. Martin of the American Medical 
Assn. presented a paper on their recent 
study of physician mortality. 

Samuel A. Block, chief statistician 
of Railroad Retirement Board, present- 
ed a paper on the growth and actuarial 
aspects of the system showing how it 
has evolved from many privately op- 
erated funds into one federal govern- 
mental plan. 

Richard A. Bosshart, actuary with 
Edwin Shields Hewitt & Associates of 
Libertyville, Ill., outlined a supple- 
mental unemployment benefit plan 
through the use of a cost analysis. He 
emphasized that only through the ap- 
proach of a cost analysis could such a 
plan be successfully executed. The 
subject was also discussed by Murray 
W. Latimer, industrial relations con- 
sultant of Washington, D.C., and tech- 
nical adviser to the United States Steel 
Worker’s Union of America, who pre- 
sented a mathematical analysis of his 
six year study of the unemployment 
experience of 800,000 steel workers. 
William T. Fee of Chicago, vice- 


president of Employers Reinsurance, 
discussed the technical aspects and 
procedures of casualty and fire rein- 
surance. 

Harry Sarason, consulting actuary of 
Los Angeles, presented a detailed out- 
line of life insurance auditing pro- 
cedures. In the discussion following, 
the respective spheres of responsibility 
shared by actuaries and accountants 
were explored. 

Joseph Musher and Murray W. Lati- 
mer, industrial relations consultants, 
presented a paper of the actuarial im- 
pact of long-term wage trends on sal- 
ary scales for industrial type plans 
which analyzes the effect of the chang- 
ing wage levels resulting from collec- 
tive bargaining on long-term pension 
costs. 

A forum on the problems of smaller 
companies was moderated by H. A. 
Winters, vice-president of National 
Old Line Life of Little Rock. It in- 
cluded the discussion of agency prob- 
lems, maintenance of surplus invest- 
ments and A&S insurance. Panelists 
were Oscar H. Jekel, vice-president of 
Reliable Life of Missouri; Raymond 
Strong, consulting actuary of Dallas; 
Farle E. Bailey, Great American Re- 
serve of Dallas, and Malcolm Holzer of 
Business Men’s Assurance. 

Mortality of lives totally disabled as 
the result of silicosis was discussed by 
E. I. Evans of Columbus, O., and by 
Clyde L. Ferguson of Charleston, W. 
Va. 

Papers on pensions were presented 
by Gabriel M. Hellman of Pension 
Planning Co. of New York and by Myr- 
na Knopf of Morss, Seal & Bret of 
New York. 





Author to Address 
San Mateo Life Agents 


Peninsula (Cal.) Life Underwriters 
Assn. is holding a_ special evening 
meeting Oct. 22 in San Mateo, Cal. 
Frank Bettger, author of How I Raised 
Myself from Failure to Success, will 
speak on “How to Put Success into 
Action.” 
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Complete line, low cost 
Life, Accident, Sickness and 
Hospitalization policies 


Water H. Huent, President ARrnowp Bere, C. L. U., Agency Vice-President 


INDIANAPOLIS LIFE 


Mutual—Established 1905 - 
INDIANAPOLIS 7, INDIANA 
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A WELL-BALANCED COMPANY 


[ the basis of good government 






In government, it is 
a balance of the executive, 
legislative and judicial branches. 


In life insurance, it is a balance 
of fundamentals, progress and 
alertness to policyholders’ needs. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA « PENNSYLVANIA 


Cuitom Coverage 


FITS ALL A & S REQUIREMENTS 
into ONE SCHEDULED WNL Policy 


At long last. ..a new... all inclusive 
‘policy in the accident and sickness field... 

to provide a wide selection of quality cov- 
erages in ONE POLICY! No encumbering 
multiple billings. No annoying duplicate 
policies ... JUST ONE COMPLETE ACCI- 
DENT AND SICKNESS POLICY that in- 
cludes everything from Total Disability 
through Hospitalization and Major Medical. 

Best of all... Sickness and Hospitalization 
benefits have been “liberalized”. Room and 
board have been “boosted”. Miscellaneous 
expenses have been “added”, Nurses fees 

and medical attention while in the hospital 

have been “included”. 

It’s a type of policy that you have dreamed 
about. Field acceptance has been phenom- 

enal and it’s available from Wisconsin _ 
National Life Insurance Company complete — 
with explanatory brochures and selling aids. 














CE 


If you are interested in 
joining this fast growing 
company, write to 


E. H. METZ, CLU, 


Vice President 
Director of Agencies 





WISCONSIN NATIONAL LIFE INSURANCE COMPANY 
HOME OFFICE, OSHKOSH, WISCONSIN 


First Legal Reserve Stock Life Insurance Company incorporated in the State of Wisconsin 


General Agency Openings in Wisconsin, Michigan, Illinois, Indiana, Minnesota 
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Financial Section Ends Meeting in Hopeful Mood 


(CONTINUED FROM PAGE 3) 





Henry H. Edmiston, outgoing chair- 
man of the section and vice-president 
of Kansas City Life; G. D. Brooks, 
vice-president and treasurer of Na- 
tional Life & Accident; A. E. Grauer, 
president of British Columbia Electric 
Co., Vancouver; Charles N. Kimball, 
president of Midwest Research Insti- 
tute, Kansas City, and David Rocke- 


WANT ADS 


Rates—$20 per inch per insertion—1 inch mini- 
mum—sold in units of half-inches. Limit—40 words 
per inch. Deadline 5 P. M. Friday in Chicago office 
—175 W. Jackson Blvd. Individuals placing ads are 
requested to make payment in advance. 
THE NATIONAL UNDERWRITER— 
LIFE EDITION 




















ARIZONA! 


As a personal producer, does your 
ability exceed your present oppor- 
tunity? Do you agree that you, and 
your family, would enjoy the health- 
ful, sunny climate of Arizona? Are 
you seeking an opportunity to grow 
with a young, aggressive, old-line, 
legal reserve Life Company? Is a 
fully vested lifetime renewal com- 
mission and General Agency con- 
tract of interest to you? Do you 
want to live in the fastest growing 
territory in the country, and leave 
winter behind forever? Your confi- 
dence respected in writing fully to 
Box No. P-96, c/o National Under- 
writer Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








MANAGEMENT OPPORTUNITY 
IN CHICAGO AREA 


If you are dissatisfied with your present situa- 
tion and would like a career in Agency Man- 
agement with one of America's largest and old- 
est life insurance companies, you will want to 
investigate our opportunity. Please send full 
information including age, experience, educa- 
tional background, photograph and other re- 
lated Information. Address Box P-68, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 








ACTUARIAL 
STUDENTS WANTED 


Actuarial Students to join actuarial staff of a 
large, thriving, mid-west Life, Group, and Indi- 
vidual Accident and Sickness Company with 
wide-open opportunities. Liberal salary scale 
and welfare benefit program. Study time 
granted. Students studying for some part of 
associateship examinations preferred. Write Box 
P-76, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill., stating qualifica- 
tions and experience. 








WANTED 


Rapidly growing Life company operating In six 
southern states needs experienced trainer for 
field training and holding Home Office Schools. 
Give detuils of experience. Write Box P-93, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








ACTUARIAL OPPORTUNITIES 
Well Established and progressive firm of Con- 
sulfants and Actuaries in New England has 
openings with excellent opportunities for Actu- 
aries and Actuarial Students. Inquiries confiden- 
tial. State professional standing or qualification 
and experience. Address Box P-38, c/o The Na- 
tional Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 








WANTED 


Rapidly groue Life Company needs three ex- 
perienced men to hire, train, and supervise 
agents selling Officer and top 3 grades Military 
business in Florida, Alabama and Georgia. 
General Agents in these localities are needed. 
Give details of experience. Box P-98, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Illinois. 











feller, executive vice-president of 
Chase Manhattan bank, New York. 

Mr. Josephs said there has been in- 
troduced at governmental levels con- 
siderable advance in the techniques 
of stabilization. “We have every right 
to expect that we will learn more as 
we do more in this direction,” he said, 
pointing out that growing economic 
literacy and analysis of experience 
have enabled all segments of the so- 
ciety to plan their own affairs better. 

Mr. Josephs said the growth in the 
U. S. labor market will come from 
children already in school. The in- 
creased birth rate began in 1940, and 
the first of the crop is only now at the 
point of entering the labor market, he 
said. 

These youngsters all will want a 
higher standard of living than that 
of their parents, he explained, and in 
characteristic American fashion, they 
will be willing to work for it. Because 
of continued technological progress 
they will be able to get it. 


“The record of the past shows a 
steady increase in output per worker. 
The development of more efficient 
methods and more powerful machin- 
ery is continuing,” Mr. Josephs said. 
“By extending past trends of produc- 
tivity in the upward direction indi- 
cated by current programs of research 
and development, it is estimated that 
by 1966 the average wages paid in 
America will purchase at least 30% 
more real goods and services than can 
be bought with an hour’s labor today. 
If we assume that the work week will 
be shorter by 1966 and vacations will 
grow, then it is a fair guess that the 
average worker or average family unit 
can expect a 25% improvement in 
real annual income during the coming 
decade. The gross national product is 
now close to $410 billion. This would 
mean, because of the increased labor 
force a gross national product of $60 
million by 1966, give or take a year or 
two.” 

Mr. Josephs also carried his hope- 
ful prediction over into the insurance 
business. He said: 

“We can be confident of a decade 
of substantial growth in our industry 
because three factors are all working 
in the same direction—increasing pop- 
ulation, increasing per capita income 
and increasing acceptance and appre- 
ciation of life insurance. 

“The premium income of life com- 
panies, including our A&S _ business, 
will exceed $13 billion this year, rep- 
resenting about 4.7% of the nation’s 
current disposable income. This ratio 
should grow to 6% in another 10 years 
... This higher ratio of the expand- 
ing national income means that our 
premiums will double to about $26 
million in 1966.” 


Mr. Brooks struck a warning note in 
his appraisal of the “Mortgage Pic- 
ture,” claiming the present “con- 
gested” mortgage market was attrib- 
utable to such factors as building “too 
many housing units too fast,” and fi- 
nancing this construction “with loans 
that are completely unrealistic with 
respect particularly to down payments 
and length of maturities.” 

“IT have repeatedly made the state- 
ment that we could not expect to 
build, finance and sell 1 million or 
more new housing units each and ev- 
ery year without bringing about a fi- 
nancial crisis,” Mr. Brooks said. “The 
continued attempt to do so has now 


caused a financial crisis to exist inso- 
far as the real estate mortgage mar- 
ket is concerned.” 

However, Mr. Brooks pointed out 
that there are a number of ways to 
correct the situation and concluded 
that insurers can, by continuing to 
purchase mortgages within the limits 
of sound investment judgment, make 
a contribution to the general economy 
of the country and make excellent in- 
vestments at the same time. 

He said the blame for the congested 
mortgage condition must be shoul- 
dered by those who have been in- 
volved—“members of the Congress 
who passed the legislation that helped 
create a housing boom; the various or- 
ganizations who sponsored the legis- 
lations; homebuilders who created 
millions of housing units without real 
regard to the sound demands of the 
market; mortgage companies who at- 
tempted to convert to mortgage ‘fac- 
tories’ turning out loans on an assem- 
bly line basis, and last but not least, 
institutional investors who supplied, 
or agreed to supply the necessary 
money even to the extent of commit- 
ting funds expected to be received 
many months in the future.” 

In suggesting how this situation 
could be corrected, Mr. Brooks said 
Congress should consider legislation 
dealing with a housing program rather 
than a welfare program; organizations 
which sponsor housing legislation 
should consider their stand from the 
point of view of the public welfare, 
and home builders should adjust pro- 
duction of houses to the real demand 
of the buying public. 

Mr. Edmiston saluted the fact that 
the current higher level of interest 
rates and tighter money have not be- 
come a significant political issue. He 
said this pretty well disproves and 
disputes the old political theory of in- 
terest rates, which claims that a ten- 
dency toward easy money can be ex- 
pected in a major election year. He 
said that the removal of serious con- 
troversy over interest rates from the 
political arena, as well as the new 
freedom enjoyed by the Federal Re- 
serve system, were “most heartening 
developments, particularly to those of 
us in the insurance industry who have 
a vital stake in the avoidance of fu- 
ture inflation.” 

He noted that “if we are moving 
into an economy whose appetite for 
new capital will devour current sav- 
ings and seek to feed upon bank credit 
to satisfy its hunger, we must seek 
ways to increase the volume of cur- 
rent savings.” He suggested that a 
higher rate of savings might be stim- 
ulated by revision of the federal in- 
come tax laws. He also pointed out 
that life companies might consider 
several changes in both the insur- 
ance and investment aspects of the 
business. 

“Perhaps more emphasis should be 
given to types of insurance policies 
which contain greater savings fea- 
tures; less emphasis to the low pre- 
mium type of life insurance; discon- 
tinuance of the imphied suggestion that 
low premium outlay is more valua- 
able to the policyholder than the in- 
vestment values of life insurance,” Mr. 
Edmiston said. 

As for investments, he suggested 
introduction of a more rapid amorti- 
zation on new loans and investments 
being made today. 


Mr. Grauer, who is president of one 
of Canada’s largest utility companies, 
forecast a continuation of prosperous 
times in Canada if there is a continu- 
ance of informed and _ statesmanlike 
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handling of investment activities qur. 
ing this period of threatened inflation, 
He said Canada’s rich resources andj 
rising population, together with goy. 
ernment policies of encouraging pri. 
vate enterprise, are helping to assure 
the growth of prosperity in that 
country. 

Mr. Grauer told the Financial Sec. 
tion that large and expanding capita] 
programs in Canada have had the re. 
sult of bringing large inflows of capi- 
tal into the country. The demand, for 
equity capital particularly, has outrun 
the supply from Canadian sources, so 
that a considerable amount of equitylence wit! 
ownership has gone abroad. he formt 

“These developments have given |egislatior 
rise to a good deal of discussion andj plest 
have emphasized the important role far, al 
which investors, both at home and|have bee! 
abroad, are playing in the process of|mittee sa 
Canadian growth,” he explained. The col 

The size of the investment program |sociation 
has placed an increasing drain on Can. policyholc 
ada’s physical resources dyring the|ment for 
present year, Mr. Grauer said. Hov- |annuities 
ever, a determined attempt is being¥yided the 
made to prevent this drain from cre. }pair the | 
ating inflationary conditions. taxation. 

“The containment of these pressure| The le 
will enable capital expansion to go|lose exar 
forward in a sound and orderly man.-|now pend 
ner. Both the need and the oppor.|on bankin 
tunities for investment will continue|that it mi 
to be great,” he said. principle + 

While government policies are im-lance. The 
portant, the judgment and wisdom ofthat possi 
the long term investor is also in-(ommissic 
volved, Mr. Grauer said. Institutionalmay be po 
investors are now such a large factortinued stat 
in the investment of savings that theypsked to c 
cannot help but play a significant rolefniform | 
in the containment of inflation. mount o 

“This is a period when first thingsust be 1 
come first,” he declared. When thehs a life | 
demand outstrips the supply of capi- 
tal, those types of investments which| The reps 
are essential for the function of thefion and « 
whole community should have pri- ferred to 1 
ority. This is to the benefit of the tonsiderati 









long-term investor as well as every. {lee is expe 
one else. ommittee’, 
it already 

pres: request fo: 


Mr. Kimball discussed “The Influ-|of the fed 
ence of Research in Industrial Prog- [legislation 
ress,” pointing out that research in{tudy furtt 
this country is developing at an ex minimun 
tremely rapid rate, having grown by} force. 

a factor of 50 times the last 20 yean| Pierce P 
It is predicted that this growth wil|tional Bank 
continue at a geometric rate over th |ident of N. 
next 20 years, he said. had been a 

“We are not entering the age opention. 
technology,” he said. “We are in th} “We inte 
middle of it. And as the years go by, /ompetitive 
corporate, government, and _privaie/Teatment 
research groups will play an increas-|Pany field, 
ing role in expanding the U. 50 provide 
economy.” olces of th 

The financial community, Mr. Rock; 
efeller told the meeting, “must try to] @iseanee 
determine whether our economy is, it YT z 
fact, growing too fast. Our goal is aj sy 
maximum rate of growth that the na} 4 
tion can sustain without generating} 3 
an unhealthy, and therefore unstable} § 
expansion.” da 

From mid-1954 to 1955, Mr. Rocke 
feller said certain sectors of our ecol 
omy, notably the automobile business 
and housing, aided by easy credit 
were: expanding at a rate that cou 
not be maintained. He said the decliné 
in these fields in 1956 has been counter 
balanced by “a remarkable expansio# 
in business investment and by an in 
crease in consumer purchase of othetg. 
items.” 

Banks, insurance companies and 
other lenders, Mr. Rockefeller salt 
“must make sure that their funds aed 
reserved for the more productive a0 
least inflationary uses.” 
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Ask NALC to Support 
Extension of Formula 
for Taxing Companies 


The taxation committee of National 
Assn. of Life Companies recommended 
at a 2-day board meeting in Denver 
that the association ask Congress for 
an early extension of the present for- 
mula for taxing life companies. 

The committee said this should be 
done with a view to asking for techni- 
al revisions when the Treasury De- 
partment has had three years’ experi- 





equity 


ence with the measure, after which 
e formula should become permanent 


given legislation. The present formula is the 


NM and 
it role 
ie and 


simplest and most effective devised 
50 far, and no glaring technical bugs 


have been found in the bill, the com- 


cess of|mittee said. 


The committee called upon the as- 


rogram |sociation to support proposals giving 
n Can- |policyholders some form of tax abate- 
1g the|ment for taxes paid by companies on 
How-|fannuities and similar contracts, pro- 


being 
mM cre. 


essures 
to go 


ided the eventual bill does not im- 
nair the basic principles of company 


taxation. 


The legislation committee urged 
lose examination of Senate bill 2054, 


7 man-|now pending in the Senate committee 
oppor- jon banking and currency, on grounds 
mtinuelthat it might prove dangerous to the 


principle of state regulation of insur- 


re im-jance. The legislation committee said 


Jom of} 
so in- 
utional 

factor 


nt role 


things 
en the 
E capi- 
which 


hat possible Securities & Exchange 
ommission interest in life companies 
ay be potentially threatening to con- 
inued state regulation. The board was 


at they asked to consider the desirability of a 


iform law fixing the minimum 
ount of insurance in force that 

nust be maintained for qualification 
a life company. : 


The reports of the taxation, legisla- 


of thefion and other committees were re- 


e pri-} 
of the 


every: |*€ 


erred to the executive committee for 
onsideration. The executive commit- 
is expected to follow the taxation 
ommittee’s recommendations because 


it already has approved the latter’s 


equest for support of the extension 


Influ-jof the federal income tax law. The 
Prog: legislation committee may be asked to 


rch in} 
an ex- 
wn by} 


—~yeals, 


dy further the recommendation for 
minimum amount of life insurance 
n force. 

Pierce P. Brooks, chairman of Na- 


th wil {tional Bankers Life of Dallas and pres- 
yer thejident of NALC, said 45 new members 
had been accepted since the 1955 con- 


age 0 
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go by, 





ention. 
“We intend to continue to fight for 
ompetitive free enterprise, for fair 


private |Teatment of every legitimate com- 
ncreas- jPany field, and we intend to continue 
VU. §]© provide a form through which the 





oices of the younger growing progres- 


sive companies can be heard,” Mr. 
Brooks said. 

Other speakers included Commis- 
sioners Beery of Colorado and Taft of 
Wyoming, Superintendent Apodaca of 
New Mexico and Ellis Arnall, presi- 
dent of Columbus National of Newnan, 
Ga., chairman of the NALC board and 
former governor of Georgia. 





Life Companies and 
Agents Fight SBLI 


in Pennsylvania 

HARRISBURG—Life insurance is 
“something that has to be sold, not 
something that normally is bought,” 
Elbridge P. Bragdon, of Harrisburg, 
president of the Pennsylvania Assn. of 
Life Underwriters, today told a sub- 
committee of state legislators studying 
a proposal to permit sale of up to $5,000 
of life insurance “over-the-counter” at 
mutual savings banks in Pennsylvania. 

Other agency representatives and 
company spokesmen also opposed the 
savings bank idea as an attach on the 
agency system. 

But proponents of the plan, the mu- 
tual savings banks, told the legislators 
that life insurance is one field in which 
merchandising “has not been modern- 
ized as it has in other enterprises.” 
Over-the-counter sales would be one 
improvement in the methods used to 
sell insurance, they contended. 

The legislative group studying the 
problem is a subcommittee of the 
joint state government commission— 
research arm of the Pennsylvania gen- 
eral assembly. Co-chairman of the sub- 
committee are Reps. Mary A. Varallo 
(D-Phila.) and Robert D. Fleming (R- 
Allegheny). The six-man subcommit- 
tee will make recommendations to the 
1957 legislature. For years the mutual 
savings banks have sought to legalize 
over-the-counter sale of life insurance, 
without success. 

While there are only seven mutual 
savings banks in Pennsylvania, the 
proposal includes a proviso for the es- 
tablishment of branch agencies to han- 
dle insurance sales. Four of the banks 
are in Philadelphia, and one each in 
West Chester, Johnstown, and Pitts- 
burgh. 





Families Fee] They Can't 
Afford Adequate Coverage 

A survey conducted:by the Survey 
Research Center of University of Mich- 
igan revealed that 40% of families in- 
terviewed carried too little life insur- 
ance. Many of these families, it was 
noted, were those with young children. 
A general awareness of the value of 
insurance protection was shown, ac- 
cording to the interviewers, but many 
families felt they “couldn’t afford” 
adequate coverage. 











The Greatest Life Insurance 


Salesman In The World 


Not a human being that gropes and falters, but 
Sound Slide-film that presents your proposition 
exactly as you want it presented—every 


time. 


Ask for full information. 


You will be amazed at what is being accom- 


plished. 


O. J. McCLURE TALKING PICTURES 


1115 West Washington Boulevard 
CHICAGO 7 ILLINOIS 
CAnal 6-4914 
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Proposed Mortality Seen 


as Boon to New Insurers 
(CONTINUED FROM PAGE 3) 
rates sufficiently realistic so that there 
would be no reason to sell at gross 
premium rates below the net rates. 

The problem might have been han- 
dled, Mr. Guertin said in his report, 
by seeking repeal of the deficiency 
reserve requirement or else basing it 
on the legal minimum valuation basis 
instead of, as now, on the valuation 
basis actually used for the policy. Nei- 
ther of these seemed as likely of ac- 
ceptance, particularly by insurance 
department people, as the enactment 
of new mortality tables on a permis- 
sive basis. 

The proposal to change the laws so 
as to permit the companies to give the 
insurance-buying public the benefit of 
the great improvement that there has 
been in longevity in the last 20 years 
seems to be one that would have 
general support inside the industry and 
elsewhere, Mr. Guertin indicated. 


EDPM Speeds Work 
NEW YORK—Thanks to the use of 
electronic data processing machinery, 


the construction of the proposed mor- 
tality table is taking only an estimated 
10% to 20% as much time and work 
as was needed for the CSO table cur- 
rently in use. The equipment is useful 
not only in making up the table but 
in augmenting the rates by the load- 
ings that are added for conservatism. 
These “conservatism loadings” were 
first added in the 1941 CSO table. 
They are used because in using such 
very recent mortality data it could be 
possible that an “unloaded” mortality 
table would not be sufficiently con- 
servative for all the companies using 
it. 

With electronic data processing, it is 
a simple matter to experiment with 
different loadings to see what reserves 
they produce. A mortality table that 
in its “pure” state showed non-uni- 
form rates of improvement over the 
present CSO table for different age 
categories could cause undesirable dif- 
ferences in the level of reserves. It is 
generally considered unwise to use a 
mortality table that would produce re- 
serves significantly lower than those 
now in use. This is one of the things 
that the “conservatism loading” can 
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FTC Reserves Decision 
on Motion by Combined 
To Dismiss A&S Charges 


Examiner Laughlin for Federal Trade 
Commission has heard final arguments 
on the motion by Combined of America 
for dismissal of false A&S advertising 
charges and has taken the matter un- 
der advisement. 

Mr. Laughlin took testimony in 
Washington on the Liberty Mutual 
case. The hearing was slated to con- 
tinue Oct. 19 in New York City. 

A hearing was scheduled for Oct. 17 
in New York on the complaint against 
Federal Life & Casualty. 





Northwestern Mutual Loans 
$11 Million for Shopping Center 
Northwestern Mutual Life has 
granted an $11,300,000 mortgage to 
Capital Court Corp. to finance land 
purchase and construction of buildings 
for the new Capital Court shopping 
center on the northwest side of Mil- 
waukee. It is believed to be the largest 
private mortgage loan ever granted in 
Wisconsin. The interest rate on the 
25-year sinking fund mortgage note is 
5%. The first check for $7,992,000 as a 
partial payment was presented to 
Ralph T. Friedmann, president of Cap- 
ital Court, by Howard J. Tobin, vice- 
president of Northwestern Mutual. The 
total cost of Capital Court is estimated 
at $26 million. 





Space Still Available tor 

LIAMA. Atlantic Alumni Meet 
Advance registrations for the meet- 

ing of the Atlantic Alumni Assn. of 


LIAMA agency management schools 
Oct. 25-26 at Asbury Park, N. J., now 
exceed 100 but space at the Berkeley. 
Carteret hotel is still available, ac. 
cording to the association’s secretary 
Paul L. Guibord, general agent of My- 
tual Benefit Life at Newark. Requests 
for rooms should be sent to him at 54 
Park Place, Newark 2, N. J. 





Minn. Commercial Men’‘s 


to Contest FTC Order 


MINNEAPOLIS—Paul Clement 
president of Minnesota Commercia] 
Men’s Assn., said his company expects 
to take to court any order from the 
Federal Trade Commission banning his 
company’s advertising of A&S insur. 
ance. An examiner of the FTC has 
recommended such an order on the 
ground that the advertising is false. 

Mr. Clement said Minnesota Com. 
mercial Men’s will contend the FT¢ 
does not have jurisdiction over insur. 
ance companies and will also contest 
each of the examiner’s several points 
concerning its advertising. Mr. Clem. 
ent said the examiners cited the “pos. 
sibility of deception” in several parts 
of the advertising without pointing ou 
where deception had taken place. 





DR. E. A. ANDERSON, 79, medical 
director of Modern Woodmen for 4) 
years, died after a short illness. Dr 
Anderson, who practiced medicine in 
Holdingford, Minn., before accepting 
his post with the society in 1914, sery- 
ed for many years as secretary of the 
medical section of the National Fra- 
ternal Congress, relinquishing his po- 
sition three years ago. 
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PROPOSAL... LOADED 
WITH MONEY-MAKING 
ADVANTAGES FOR YOU! 


COMPETITIVE ADVANTAGES 


L.ILC.A. Policies are replete with unusual 
selling features. For instance—the L.I.C.A. 
DIAMOND — an endowment that has a 
$1,200 cash value per $1,000 face 
amount guaranteed at 65. . . returns all 
premiums paid in addition to face amount 
death benefit during period (20 years) in 
which premiums are paid. 


MERCHANDISING ADVANTAGES 


A-hard-hitting, sales producing program 
from “mail to sale”. The modern, up-to- , 
the-minute aids we furnish are tested and 
proved for powerful selling force. Every- 
thing furnished to you without charge. 


ADVERTISING ADVANTAGES 


We help you develop sales potential 
through local advertising, direct mail, 
quality-lead programs. This is not a spo- 
radic, hit or miss effort but a consistent, 
result-getting plan paid for by L.I.C.A. 


CONTRACT ADVANTAGES 

10 pay Life * 20 pay Life * 30 poy Life 
* Life paid at 65 * modified Life * whole 
Life * preferred Life * double protection 
+ 5 types of endowment * 2 types of re- 
tirement * 9 juvenile plans * mortgage 
policy * convertible term * accident and 
health * Hospitalization. 


SPECIAL HELP ADVANTAGES 


We have an outstanding Assistance plon 
— affords you unlimited earning possibili 
ties. We give you the backing and whole- 
hearted support for positive success. 


CASH-IN-POCKET ADVANTAGES 


This is truly a “ground floor” opportunity. 
LLC.A.'s vigorous program of agency 
building offers outstanding —a 
for both types of general agents — 

ducing and organizing. Wonderful brok- 

erage and surplus agreements! You con ‘ 
make money with L.I.C.A. 
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The Company so well known for ‘Planned “ 
Estates" service provides a full range MAJOR MEDICAL 
of modern Group services to solve the a 
problems of employee security. Home Life : ® 
extends to the field of insured employee i 
benefit plans the same individualized DEPENDENT BENEFITS 
service that has made ‘‘Planned Estates’’ . 
outstanding in the field of Ordinary - ° 
aiid ° PLANNED SECURITY 
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As part of our expansion of Group operations 
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3. A Regional Group Manager ® e 
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5. Sales promotion writer and developer mo 
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